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America’s fastest selling 52? 
stove and utility 
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Patented, safety ring 
“Kant-Kut-Korners"’. 
Ideal also for hang- 
»ing Aristo-mast as 
wall protectors. 





C ist mat Company 
A division of PHOENIX TABLE MA CO 


1718 E. 75th Street + Chica¥o 49, Ill. 
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Clinton Franchise Earns Extra‘8-10,000 
A Year For Indiana Small Businessman 





98-INCH RACK 
TAKES UP MINIMUM SPACE 











Hardware stores use the colorful and com. 
pact Clinton rolling display racks to step-up 
sales of engines, chainsaws and outboards 


New Racks Have 
Profit Opportunity 
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it takes only 98-inches of space for the 
attractive engine, chainsaw and outboard 
rack. That's important in the usually 
cramped quarters of most stores. Besides 
that, there's new profit opportunities with 
the 30-inch Clinton engine rack. It's 
mounted on sturdy casters easy to move 
out in front of your store or anywhere 
inside 





Growing Local Market 
For CLINTON Products 


There's a day by day growing demand for 
Clinton engines, chainsaws and outboards. 
Customers are everywhere ... on the farm, 
in the home, construction, industry. With a 
Clinton Service-Center Franchise you can 
show and sell a complete selection of 
Clinton 2- and 4-cycle engines. There are 
19 basic models—1.6 to 9 hp. Besides 
that. there's a complete line of Clinton 
Chainsaws— 14” to 42” cutting capacity. 
Faster cutting in any position with new 
Clinton “Direct Drive’. Prices start at 
$159.50. New air-cooled Clinton outboards 
run in and out of water—2% to 5% hp 
performance. Models are 25% lighter with 
new styling and colors. Prices start at 
$99.95. There are more than 3,500,000 
Clinton Engines in use on farms, in the 
home and in industry. 















Selling and Servicing Air-Cooled Clinton Engines, Chainsaws 
and Outboards Makes This Extra Gross Income Possible 


AUL MAXWELL, owner of Maxwell Hardware of Martinsville, Indiana takes in 
an extra $8,000 to $10,000 a year volume selling and servicing Clinton gasoline 
engines, chainsaws and outboards. What Maxwell has done with a Clinton Service- 
Center franchise, you can also do. And, with a Clinton franchise you're selling 
big profit items, with good turnover. Take Maxwell's business. He, like the aver- 





GASOLINE ENGINES 
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CLINTON 98.INCH ENGINE, CHAINSAW AND OUTBOARI 
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CLINTON 30-INCH ENGINE RACK 





Small Parts Investment 
with a CLINTON Franchise 





Clinton Authorized Service-Centers carry a 
stock of fast moving parts. The initial stock 
iS low in cost because there’s almost 100% 
interchangeability of parts between models. 
It's easy to expand your stock as business 
expands, too. A nearby Clinton Service- 
Distributor will provide prompt shipment 
from his stock. 





CLINTON Service-Center 
Franchise Insures 
Customer Satisfaction 





Clinton helps insure customer satisfaction 
with a full 90-day warranty on engines and 
30-day warranty on chainsaws and out- 
boards. Besides that, Clinton backs up every 
neighborhood Service-Center operator with 
complete local promotions and national 
advertising. There are Clinton Service 
Schools to help you know the products and 
Clinton literature, mats, broadsides and 
cataiog sheets to help you sell 








age hardware dealer, carries an enormous amount 
of inventory in small stock that nets him pennies, 
while he is able to carry relatively few big ticket 


items. 


His primary business is hardware and appliances, 
along with operating a farm implement store 
and repair shop. A three-man service department 
is kept busy year ‘round servicing farm equip- 
ment, washing machines, lawn mowers and 
Clinton powered equipment. About 20% of this 
yearly time is spent on servicing Clinton powered 
equipment. He uses the Clinton Franchise as a 
means to more sales of the kind of equipment 
that really amounts to something in dollars and 
cents profit. 


Sells 40 Chainsaws 


Clinton Engine sales and service is a 12-month 
business with Maxwell. But in addition he takes 
advantage of Clinton Chainsaw sales after the 
peak garden and lawn season is over. He sells 
an average of 40 Clinton Chainsaws a year. Most 
prospects are farmers. Maxwell or his men make 
a lot of their sales right out in the middle of 
some farmer's woodlot—putting the chainsaw 
through its paces in a free tryout. They escape 
the formality of a store and get the farmer out 
in his own element where they can really talk 
turkey about chainsaws. 


Extra Dollars of Profit 


Thousands of authorized Clinton Service-Centers 


make hundreds or thousands of extra dollars sell- 
ing and servicing high profit Clinton Engines, 
Chainsaws and Outboards 
Centers were started on a shoestring of justa 
few hundred dollars for initial stock and parts— 
yet they go on to make an established future 
for their owners and employees. Find out how 
you can cash in on this extra profit opportunity 
in your hardware stcre. Send the coupon below 
for complete information on a Clinton Service. 
Center Franchise. There's no obligation, of course 


Clinten Machine Company 


Most Clinton Service- 
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Engine Division, Dept. $-A 

Maquoketa, lowa 

YES’ Send me new 74 page booklet “Here's How to Make 
Business in Your Service Center BOOM! pius cheinsew 
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Row. you can make a major department of 
outdoor products with these new... 


Duncan Hines, 






12 MODELS 
TO CHOOSE 
FROM 








e An Accepted “Selling” Name 
e Many “Stand-Out” Selling Features 


LITTLE BROWN 


e Beautiful, New and Different Designs 


e Wide Choice in Design and Popular Price Range 


LITTLE BROWN 
CHESTS 
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MANY 
SIZES AND 
MODELS TO 
CHOOSE FROM 





@ Little Brown Jug with a New “Sculptured” Design 
® Truly Premium Products of America’s Foremost Maker of Jugs and Chests 


e Jugs and Chests with Double Thick Insulation that Holds Hot or Cold Longer 
e Both Have New Sparkling Beauty — New Features Galore 


e Brand New Streamlined Two-Tone Color Styling 


HEMP AND COMPANY 
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For brisk file sales, feature these three 
Nicholson files. Why? Because each of them 

superlatively fills a real filing need. 

And because your customers have recognized 


Nicholson files as highest quality for 91 years. 


NICHOLSON MILL FILE 


One of the most versatile and popular files made! 8” and 10” 
are the most frequently asked-for lengths. In bastard cut with square or 
rounded edges. In second or smooth cut with square edges only. 


a ll 


NICHOLSON TAPER-TYPE FILES 


For handsaws. Taper, Slim Taper, Extra Slim Taper, Double Extra Slim Taper, 
4” to 8” lengths for precise sharpening of saw teeth in many degrees of fineness. 


NICHOLSON HANDY FILE 


One side double-cut for fast metal removal. Other side single-cut for smoothing 
and sharpening. An ideal all-around file for the home, workshop, garage! 







Order from your Hardware Wholesa'er 






WOLs 
o2<, NICHOLSON FILE CO., 25 ACORN STREET, PROVIDENCE 1, RHODE ISLAND 


U.S.A. (tn Canada Nicholson File Company of Canada Ltd. Port Hope, Ontario 
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ACCO’s New Packaging Program 
Will Stimulate Sales and Profits 
for the Hardware Dealer 
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A SELECTED ASSORTMENT FOR 
AUTOMOTIVE AND HOME USE 
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A partial list of 
packaged ACCO Hardware Items 
Tenso Coil Chain 
Tenso Tie Out Chains 
Tenso Dog Runner Chains 
Tenso Porch Swing Chains 
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¢ There is real customer appeal in the brand new 
package design which has just been adopted for 
all AMERICAN CHAIN packaged items! 


f 
we 








e These highly attractive blue-and-gold packages Elwel Cow Tics 

bear clearly legible product identification on the Elwel Coil and Machine Chain 
labels. This makes it easy for your salespeople to Jack Chain 

locate any packaged chain item instantly. Also, Sash Chain 


, , Register Chain 
the brightly colored packages are attention-getters raat 


on your shelves and on your counters. They invite Repair and Leap Links 
sales and make selling faster and easier—hence ACCO Pails ( Proof and BBB Coil Chain) 
they add to your profits. ...and many others 

e A partial list of ACCO packaged items is shown 
at the right. Your distributor will gladly furnish 
you with a complete list of ACCO 
products that are profitably sold in 
hardware stores all across the nation. 
Call or write him today. 





American Chain Division 
AMERICAN CHAIN & CABLE 


tYork, Pa., *Atlanta, Boston, *Chicago, *Denver, Detroit, 
*Houston, *Los Angeles, New York, Philadelphia, Pittsburgh, 
*Portland, Ore., *San Francisco, Bridgeport, Conn. 
*WAREHOUSE STOCKS fFACTORY 
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Just Among Ourselves 


Informal Editorial Comments 


By W. A. Phair 


Playing tor keeps ae oe 


One of the biggest holiday buying waves on record is drawing to a close. Many 
stores are setting new records in sales and in profits. Some stores have experi- 
enced very heavy traffic, but poor sales. Other stores have been conscious of a 
tremendous activity swirling around them, but not touching them. The forces 
that cause these varying results are not accidental. They result from planning— 
or the lack of it. 


Regardless of what your personal experience may have been during the holi- 
days, the year as a whole has been a most eventful one for the hardware trade. 
It has been a year of transition. New types of competitors have prospered. New 
concepts of merchandising and distribution have appeared on the scene. Many 
old, familiar faces have passed from view. There are good reasons why many 
hardware men feel a little confused at what they see. 


Yet, there is really little new in this picture. It is, perhaps, new to those of 
us who have not lived a full cycle of years. But so far as history is concerned, 
it is just an old, old story, in new clothes and with new scenery. What is happen- 
ing now has happened in the past and will occur many times in the future. 


There is no cause for hysteria in what is happening. Nor is self-satisfaction 
justified. It is, however, good cause for some very objective thinking, a sincere 
effort to understand what this all means in terms of your own specific business. 


The ability to do a little detached thinking every now and then; to sit back and 
look at events in the light of the total picture and of past experience, is a charac- 
teristic that most of us lack. Yet, it is important that we be able to do this if 
we are to understand what is happening and what must be done to adjust our- 
selves to new conditions. 


The brief interval between Christmas and New Years will not be too busy for 
the average store, outside of inventory taking. It would be an ideal time to do 
a little planning for the future. 


Any attempt to appraise the future of the hardware trade inevitably leads to 
the conclusion that there will be many changes. But there is nothing startling 
in this: there have been many changes in the past and most of the trade has 
succeeded very well in adapting themselves to new conditions. There is no reason 
why this will not also be true today. 


The changes that are occurring are directly related to one basic concept—lower 
cost of distribution. The manufacturing trade has gone through a period of this 
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Just Among Ourselves 


informal editorial comments 


type. The competition for lower manufacturing costs has inspired many worth- 
while innovations in manufacturing methods. The end result has been a gain 
for everybody. 


The distribution trades are now going through this same cycle. The end 
result will be lower distribution costs. Some stores that are unable or refuse 
to adjust themselves to the new conditions, may not make the grade. But the 
bulk of today’s stores will continue to succeed, as the inseparable team of whole- 
saler and dealer learn to meet the new problems together. 


It would not be wise for anyone to under-estimate the quality of today’s com- 
petition for the hardware customer’s dollar. The competition is playing for 
keeps. They want to make good. You have to play for keeps, too, if you want 
to stay in business. 


Bankruptcy records over the next few years will, no doubt, be higher. The 
increase will come from those dealers—and wholesalers—who try to run their 
businesses in 1956 just as they did in 1946. On the other hand, a majority of 
dealers—and wholesalers—will succeed in adapting themselves to the new 
outlook and will continue in business, and very likely will find it much more 
profitable, once the transition period has passed. 


You have a choice to make, and it must be made soon. The odds are not 
great. Your competition is no smarter than you. They have only two arms and 
two legs, just as you. Because they are on the make, they are more willing to 
try new ideas. Sometimes these ideas click. But you can try new ideas, too, if 
you will keep your mind open for them. There is no reason why you cannot 
meet your competition if you, too, will play for keeps. 


So now, in the short lull before the Spring push begins, take a few moments 
and chart a course for the future. 


Our very ee 


The passage of another year impresses us with ever increas- 
ing force with our good fortune in being a part of the great 
hardware trade. The friendships we share are a continuing 
source of inspiration and guidance. 










We count these friendships with humility and an earnest 
desire to be ever more helpful. Any success we may have 
achieved over this most eventful year has been due in a large 
measure to the encouragement and guidance of our many friends. 




















Now, as the year moves to a close, and the happy Christmas 
holidays spread their eternal promise of hope, we want to extend 
to all of you the most sincere wishes for a joyous Christmas and 
a happy and prosperous New Year. 
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NOW- WHILE YOU WAIT 
MECUINS] WE CUT KEYS 9 WECUT KEYS 
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a 
‘ 20 1 NOW...a complete 
Key Cutting Dept. in 1 Unit 


This eye-catching, revolving display board with 
Monitor Key Cutting Machine is a sure-fire traffic and 
profit builder. The board holds 126 dozen blanks, each 
hook being clearly marked with number of blank and 
make of lock. 

The Monitor Machine small, compact with ad- 
justable Key guide and sturdy Key gauge is de- 
signed specifically to meet the requirements of the 
hardware dealer. ‘This combo is a real money-maker 
your sales from one 7 KBA Assortment more than pays 
for the equipment and gives you a handsome profit to 
boot! 


YOU CAN BUY IT 4 WAYS: 


1. No. 4184CD — Monitor Key Cutting Machine, complete with 
motor; rotary display board; 7 KBA key blank assortment (|! doz. 
each of 102 most popular key blanks). Bench space — 19 in. x 
12 in. 

No. 3184 CD — Same as above but without blanks 

No. 9 KBA Same as 4184CD but without Monitor machine. Unit 
is mounted on four legged stand. Bench space | 2 in. x 12 in. 

No. 2 RKB — Same as 9 KBA but without blanks. 





| KEY BLANKS 


TOTAL HEIGHT 
OF COMPLETE 
UNIT — 34 IN 






WN 


If your jobber cannot supply you, 
write us for full information. 
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Congress Airs Dealers’ Side 
Of Franchising Inequities 


Strict federal controls over manufacturer retailer 
franchise agreements is inevitable unless manufac- 
turers quit abusing independent dealers, some con- 
gressional leaders warn. 

Four separate Congressional committees have heard 
complaints this fall by dealers of abuses, coercion and 
other malpractices under franchises. Appliances, 
housewares, outboard motor, and other industries 
have complained. 

Frequent complaint is that franchise agreements 
often encourage or often force dealers to spend large 
sums for space, inventory, and equipment without 
adequate protection against franchise concellation on 
short notice and resulting heavy financial losses. 

A bill sponsored by Rep. James Roosevelt, (Calif. 
Democrat) is pending which would make it unlawful 
for a manufacturer to prevent a franchised dealer 
from handling competing merchandise, or from inter- 
fering with a dealer’s freedom of choice to sell, handle. 
or use any goods or services. 


OUTLOOK—Politics in an election year 
wil play a big part in determining whethe) 
Congress approves a national franchise law. 
Several states already have such laws. Mor: 





may pass them as a result of the Con- 
gressional investigations. 


FTC Joins Business Bureau 
To Fight “Bait” Advertising 


The Federal Trade Commission is joining better 
business bureaus and groups of dealers in fighting 
“bait” advertising. 

“Bait advertising is more than an irritant,” the 
agency says, “it is a menace whose dangers reach 
into the pocketbooks and even the lives of its 'victims,”’ 
endangering not only consumers but legitimate dealers 
as well. 

In addition to stepping up its investigation of ads 
which appear to be baiting customers, the policing 
agency is launching an educational program tipping 
off consumers on how to spot possible bait ads. 








By Washington Bureau of 
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It warns them to beware when: 

A product is priced startlingly lower than in other 
stores; salesmen are reluctant to show the advertised 
product; salesmen disparage the advertised product 
and insist on showing more expensive types; the 
advertised product is only a floor sample (“nailed to 
the floor.’’) 

Sait advertising has been particularly bad in sale 
of appliances, sewing machines, furniture, and repair 
services. 

OUTLOOK — Federal Trade Commission 
will need the help of legitimate dealers to 
make the crackdown on bait advertising 
wholly effective. As in all other cases, com- 





plaints to the agency remain confidential. 


FTC Warns That Advertising 
Monies Cannot Be Pocketed 


Manufacturers are going to do more checking up 
to make sure dealers spend all advertising allowances 
for advertising, and don’t pocket any of it. The 
Federal Trade Commission is threatening action 
against manufacturers whose customers don’t spend 
all their allowances for the purpose intended. 

The commission is warning manufacturers that in 
giving advertising allowances they must “exercise 
precaution and diligence in seeing that all of such 
allowances are used in accordance with the terms of 
their offers.” 

And, the FTC adds, it doesn’t make any difference 
if some dealers can get lower advertising rates than 
others, and thus save money. Advertising allowances 
must be spent for advertising and nothing else, the 
regulatory agency directs. 

The warning is directed at manufacturers, who 
operate in interstate commerce, because most dealers 
operate in only one state, and thus don’t come under 
the jurisdiction of the commission. 


OUTLOOK—Although most dealers aren't 
directly affected, the effect of the FTC warn- 
ing is that they had better be careful. 
Implication of the FTC order is that a manu- 
facturer would be justified in stopping allow- 





ances to dealers who pocket some of them. 
(Continued on page 40) 
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the money you make 


WHEN YOU SELL 
KWIKSET'S "400" LINE 


Pius 


THE CUSTOMER 
SATISFACTION YOU GIVE 


Times 


THE VOLUME OF 
BUSINESS YOU DO 


Equais 


GREATER PROFITS 
WHEN YOU BUY KWIKSET'S 
"400" LINE OF 
UNCONDITIONALLY GUARANTEED 
LOCKSETS 
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THE QUALITY LOCK FOR BUDGET BUILDING 
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LATEST INFORMATION ON NEW 


Knife and Scraper 

Available in a range of sizes 
from 1% in. putty to 5 in. wall 
scraper, the No. 500 line is guar- 
anteed to resist paint solvents and 
varnish removers. Solvent-resis- 
tant plastic handles are solid 
through to the steel. Cutlery steel 
blades have high mirror finish and 
extend full length of handle. Both 
stiff and flexible blades are of- 
fered. All-wood counter display 





is furnished without charge with 
No. 1018 stock assortment: each 
bin holds six tools. All tools are 
pre-priced in brass price windows, 
and display requires 14x16 in. 
counter space, standing 14 in. high. 
Warner Mfg. Co. 


For more date circle No. 1 on postcard, p. 51 


Garden Tools 


These new long-handle garden 
tools of the Rapid line are drop- 
forged of high-grade too] steel and 
light in weight. Line includes: 
Rapid-Ho, a broad-blade hoe, 4 in. 
across; Rapid-Till, a 3-tine culti- 
vator weighing 2 lb; and the Rapi- 
Digger, a trowel-shaped digging 


12 








blade (a long-handle companion to 
a 15-in. handle tool of the same 
name). Each tool has auxiliary 
working edge in the form of a 2-in.- 
wide mattock blade, and each has a 
48-in. pick-type ash handle that 
does not come off in use. Tools are 
sold with lifetime guarantee. Stand- 
ard package is half-doz. solid, or 
half-doz. assorted two of each 
model. Mann Eda: Tool Co. 


For more data circle No. 2 on postcard, p. 5! 


Kitchen Base Cabinet 
A plastic top base, 36 in. wide, 35 
in. high and 25 in. deep, has been 


added to the White Mountain line 








RODUCTS AND SERVICES 


of kitchen base cabinets. Models 
2536B and 2536BS (the latter, 
illustrated, with back splash) are 
available with gray, red or yellow 
Melamine plastic tops. Cabinets 
are finished in hi-bake white ename! 
with insulated, engineered punch- 
board doors and equipped with re- 
cessed chrome pull handles. The 
Vaine Mfg. Co. 


For more data circle No. 3 on postcard, p. 51 


Home-Use Drill Kits 

These four drill kits have been 
designed for general home and 
hobby use. Model 300 has a '4-in. 








1 


oO o 


drill with Wrench-Lok chuck and 
complete assortment of accessories, 
including sanding discs, lambswool 
bonnet, rubber backing pad, grind- 
ing wheel, 3 drill bits, and 6-piece 
arbor set. Drill and accessories 
come in carrying case. Model 310 
drill kit (illustrated) is similar to 
Kit 300, but also has saw attach- 
ment with rip fence. Drill kit 320 
has usual accessories, except that 
the Model 210 drill is equipped with 
a geared chuck. Fourth kit, Model 
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Want more information on these 
products ? Then use free post 
card on page 91. 






in hardware merchandise... 


FOR THE HARDWARE DEALER 





_TO HELP YOU 


SELL 


RR BE BS RAG DO a 
AND OTHER DEALER 
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330, is the same as kit 320, but 
with the saw attachment included. 
The Power Tool Div., Dormeyer 
Corp. 








For more data circle No. 4 on postcard, p. 51 





Sliding-Door Jamb Bolt 
Featuring an emergency release 
for use on pocket sliding doors, the 


Paint Counter Display 
Featuring product identity and 

the illustration of product use on 

masonry, Wallboard and cracked 





plaster surfaces, the 3-D Texture 


parts, a shelf complete with empty Paint counter display is a point 
glass jars—the Jar-Bar—has been of-purchase sales aid. Actual paint 
designed for everyone with a work- product is used on display to create 
bench. Shelf is of 18 gage steel and 





holds heavy load of parts stored 
in the 12 jars, which are held in | caren aur 
place by front flange and two steel : ) TEXTURE PAINT 
pegs at the ends. Entire unit may 
be screwed to wall or end of bench 





. : : ester ond Paint in One Coat over 
Jar-Bar set is painted with sea dae | pancate so 


green enamel and is shipped com- 
plete with empty, capped jars 
National Marking Machine Co. 


No. 42 jamb bolt measuring 3-1/16 
x 1% in. is assembled with a stain- 
less steel operating spring and is 
furnished in all standard finishes. 
In addition to a grommet, a strike 
is supplied, 1 x *4 in., to prevent 3-Speed Window Fans 


For more data circle Neo. 6 on postcard, p. 5! 








marring. Release hole is provided Model No. SQ20PB 20-in. win- 
in bolt through which a bobby pin dow fan (illustrated) is electrically realistic finish. Display stands on 
or other slim object may be insert- reversible, push-button controlled own easel for easy erection. The 
ed to release bolt from outside the and features a thinner, square Lowe Bros. Co. 
room. If an individual becomes dis- design for mounting practically ver mere date sizes Ne, 7 on pesteard, p. 51 
abled in a room, such as the bath- flush with the window. Adjustable . 
room, or a child locks himself in, side panels permit use in various- Shears Merchandiser 
a way of escape is assured. The sized windows. Fan, finished in Forty-four best selling tools are 
H. B. Ives Co. ivory, has three speeds on both displayed in a garden shear and 
For more data circle No. 5 on postcard, p. 51 exhaust or intake. Another fan, tool merchandising unit which 
Model SQ20, is a 20-in., three- comes in a compact stand with il- 
i speed exhaust model only, with lustrated price panel. No. G-44 unit 
Handyman s Jar-Bar features similar to the above model. has 8 hedge shears in 4 types, 3 
For convenient storage of as- A timer is available, for both types of lopping shears, 6 hand 
sorted screws, nuts, bolts and smal! (Continued on page 50) (Continued on page 60) 








HARDWARE AGE, DECEMBER 22, 1955 13 









= HARDWARE 
Sam ..., STORE 








OcT. 

1955 

SALES 

SEPT. ; 

1955 3 

(Seasonally 

OcT. unadjusted) 

1954 





(in millions) 





' $235 





HARDWARE BUSIN 


e f 


g 
£ 
f 





























ii eee 


“wr? > HeAeow 
’ - 























“Bll 


peaer vay 0 ? 
pm ee Ff creer 





» October Hardware Sales Gain 6.6 Pct 


» Executives Predict Bigger Year In ‘56 
» Wholesalers Show 9 Pct October Gain 


Year-End Forecasts, Business Reports Indicate 
Continuing High Rate of Prosperity In 1956 


Predictions for a continuation of 
good business in 1956 come in from 
business leaders as 1955 draws to 
a close. 

Hardware retail sales are likeiy 
to reach the $2.8 billion mark for 
this year. 

Consumer buying is_ reported 
strong in all stores. 

All inventories are reported to be 
in line with sales, and not a burden 
on current business. 

Hardware wholesale sales in Oc- 
tober, the Commerce Department 
reports, were up 9 percent over 
October, 1954, while inventories 
were up 7 percent. 


* - + 


Inventories Moderate 
As Sales Post Gains 

The current inventory level holds 
no burden for business, the Com- 
merce Dept. announces. Govern- 
ment spokesman noted that in 1953 
a large pileup of inventories helped 
to trigger the mild recession of 
1953-54. 

But no similar situation is now 
facing businessmen, the survey 
shows. Stocks of manufacturers 


i4 


and trade firms are $1 billion un- 
der the high point of the 1953 in- 
ventories, while monthly sales dur- 
ing the past 2 years have gone up 
by $5 billion. 

Inventories of manufacturers 
and trade firms totaled about $80 
billion at the close of September. 


Ss % nS 


> 

Leaders Predict Good 
Business Year Ahead 

Two-thirds of a representative 
group of executives from 30 busi- 
ness firms predict even greater 
sales in 1956 than in 1955, says 
H. H. Heimann, executive vice- 
president, National Association of 
Credit Men. 


+ ~- x 


1955 Boom Rolls On, 
income, Credit Gain 

The nation’s business boom 
entered the final quarter of 1955 
on a rising note and kept mount- 
ing as the year end neared, ac- 
cording to a report by the Office of 
Business Economics. 

Strong consumer buying and in- 


-. 
ia? 


(Continued on page 
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Hardware Sales Up 
6.6 Percent in Oct. 

October sales in retail hard- 
ware stores were $259 mil- 
lion, the Department of Com- 
merce estimates, against $243 
million in October, 1954. This 
is a gain of $16 million, or 
about 6.6 percent. 

The October estimate is $8 
million higher than estimated 
September, 1955, sales. 

Total sales for the first 10 
months of $2227 million in- 
dicate 1955 totals will be near 
the $2800 million mark. 

Seasonally unadjusted esti- 
mates for the last three years 


are: 
(millions of dollars) 

1955 1954 1953 

January 170 165 166 
February 160 172 167 
March 196 196 200 
April 228 221 219 
May 246 229 234 
June 242 939 232 
July 238 233 236 
August 237 216 228 
September 251 230 231 
October 259 243 256 
November 246 239 
December 319 297 
Total $2227 $2702 $2705 
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another reason why it 
pays to handle the RB&W line 


One of the reasons your customers 








can depend on RB&.W fastener quality 


You're looking at a spheroidizing fur- 
nace being loaded with wire rod. 
RB&W has a whole battery of them. 
You won’t find these in many fastener 
plants because they’re expensive. But 
we have them because we think they’re 
indispensable in making the best fas- 
teners possible. 


Here's what they do. They take the 
steel wire that later becomes the bolts, 
nuts and screws you sell — and, by 
controlled heating and cooling under 
controlled atmosphere, condition the 
material. Result: better fasteners. 


Facilities like these and the know-how 
to use them have built for RB&W 
products an unsurpassed reputation 
for uniform quality — just one more 
reason why it pays to handle the 
RB&W line. 
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If you aren’t handling RB&W fas- 
teners now, contact your local RB&W 
distributor, or write Russell, Burdsal! 
& Ward Bolt and Nut Company, Port 
Chester, N. Y. 





110th YEAR (~“// 
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Plents at: Port Cheile N. Y¥ Coraopolis, Pa 
Rock Folls, | Angeles, Calif Additional 
sales offices cot: Ardmore (Phila Po.: Pittsburgh 
Detroit Chico Dx Q% Sor F-ancisco Sales 
egents af: Milwoukee, New Orleans, Denver, Seattle 
Distributors from coos t oast 
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FIVE GOOD REASONS 
WHY IT PAYS TO STOCK 
RB&aW FASTENERS 


1. The most complete line 
in the field. 


2. Uniform quality through- 
ovt the line. 


3. Complete reliability of 
supply from full stocks. 


4. Fast, accurate and 
friendly service. 


5. The original “upside- 
down" pockege — extra 
strong for no-spill, quick 
and easy handling. 








Mr. McGrath had just 
brands of single-strength window glass. These brands were identified 
A, By 4 
until after he’d picked the one that was easiest to cut 

He picked brand *‘‘( 


l'wenty-eight out of thirty dealers who took this test picked L-O-F 


finished test-cutting four well-known 


only bv letters and D. He didn’t know which was which 


every time—-and “CC” was L:O-F. 


“Tl -O-F e@lass teels softer to the cutter.”’ said Mr 


‘The cutter runs free and eas\ 


McGrath 
and the glass breaks quicker and 
easier, without any chips.” 

L°O-F Window Glass is easiest to cut into big pieces or little 
pieces It’s easiest to cut into angled or curved pieces You can 
even cut off narrow strips with a light. easy stroke 


L-O-F cuts easiest because it is annealed more slowly. more 


patiently Phat makes it less brittle and more “‘even”’ in structure 


so it’s a safer buy for vour customers. too. 








“This isn’t 
a brittle cut,” 


says RAYMOND J. McGRATH, 
owner South Oak Park Hardware, 


South Oak Park, Ill. 





TRY THE 
‘‘BLINDFOLD TEST’’ 
YOURSELF! 


Cut L-O-F first, last or in-between 
the other brands. Run any kind 
of cut you want. You'll see why 
you have fewer bad cuts, less 
profit with 


waste and more 


L-O-F. 

Call your nearest L-O-F Dis- 
tributor. These local businessmen 
are listed under ‘Glass’ in the 
yellow pages of phone books in 
many principal cities. And send 
for your free booklet—'For 
Greater Profits in Window Glass”. 
Write Libbey-Owens-Ford 
Glass Co., 608 Madison Ave., 
Toledo 3, Ohio. 







f 
! 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
L 








HARDWARE AGE, 





DECEMBER 22, 











1955 









Best Wishes for 
aG 00d, Old-Fashioned 
American C hal stmas 


and a Happy = 
Prosperous New Year 
















AMERICAN sCREW COMPANY 
WILLIMANTIC. CONNECTICUT 
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Over half of the rotary mowers 
sold are 2-cycle 
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More and more dollars are being 
spent for rotary power mowers with 
2-cycle engines. 


Today more than one out of every 
two rotary power mower customers 
selects the mower with a 2-cycle engine. 
Unless you are featuring 2-cycle power 
mowers you are missing half your 
potential profits. 


spittle 





Here’s why more and more power mower buyers 
prefer the modern 2-cycle Power Products Engine. 


TRUE LIGHTWEIGHT — More horsepower 
per pound. The lightest mower engines 
not of 2-cycle design weigh 40°, more 
than modern Power Products lightweight. 
FAST, EASY STARTING — Twice the firing 
action and fewer lighter parts assures fast 
effortless starting. 
NO MESSY OjL - ey may . 

never touch an oil can, dirty their hands, Cc % 
fine lawns, driveways or garage. Using ay °o W 3 a io be ° D U T 
premixed fuel is the clean, modern way. 
MODERN STYLING — Crisp, streamlined 
appearance. It's a modern engine styled CORPORATION 
to modern tastes. 


GRAFTON, 20111 North 12th Street, wiSCONSIN 
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How to be a screen star! 


\ VHEN YOU stock up on aluminum insect wire at a faster rate than any other as a home replace- 
screening you're offering your customers triple- ment material. Place your order now — with your 
feature value... supplier —and share in this profitable business! 






While we do not make insect wire cloth. we 


1. Aluminum screening is rust-proof... can't 
stain siding or window sills. do supply the leading weavers listed below with 
Kaiser Aluminum Wire —nationally recognized 
2. It’s fire-proof ... never marred by acciden- for outstanding quality. 
tal burning by matches, cigarettes, or flying 
: , Made of strong, durable, cladded aluminum, 
sparks. : 
Kaiser Aluminum Wire meets or exceeds com 
3. It’s maintenance-free . . . never needs paint- mercial standards and federal specifications. 
ing or other protective coatings. Keeps its : 
rete ceaudaiaioes indefinitely ' Kaiser Aluminum & Chemical Sales, Inc. Gen- 
; off eral Sales Office, Palmolive Bldg., Chicago 11, 
With these big selling points, no wonder alu- lilinois; Executive Office, Kaiser Bldg., Oakland 
minum insect wire screening is growing in sales 12, California. 


Kaiser Aluminum 














setting the pace—in growth, quality and service 
Promote the aluminum wire screening of these leading weavers— 
for big markup, big profits and for greater customer satisfaction! 
Alabama Wire Co.. inc Gulf Screen & Wire Keystone Wire Cloth Co Seneca Wire & Mfg. Co 
American Wire Fabrics Corp Hanover Wire Cloth Division New York Wire Cloth Co. Spargo Wire Co 
Clark Wire & Supply Corp Continental Copper & Stee! Pennwoven, Inc Standard Wire Cloth & Screen Co 
Donald Ropes & Wire Cloth, Ltd Industries. Inc Phifer Aluminum Screen Co Wire Products, Inc 
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Advertisements like this, appearing regularly in regional 
farm papers, are catching the attention of fence buyers. 


ASK YOUR JOBBER...about Bethlehem Fence 
...Steel fence posts ... barbed wire. . . 
nails and staples . . . bolts and nuts 
... bale ties... baler wire . . . clothes 
line and other Bethlehem products. 


} Rage 


{ ‘aSts far 
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Store management 





y ways to stop pilferage 


Here are ideas on how to keep valuable merchandise on display and 


to protect it from petty thieving and from undue handling damages 


Hardware dealers in practically all parts of the country report an increase 
in shoplifting. 

Each business day thousands of dollars worth of merchandise is stolen 
from hardware stores. Even large items, such as power saws, power mowers 
and expensive precision tools are lifted during peak periods in stores 

Excepting for the largest of items, it is possible for a theft to be com- 
mitted without the management knowing of the loss for several days 

The problem arises of protecting stock against theft without too seriously 
curtailing good display practices. 

In these pages are shown ideas successfully used by hardware dealers for 
guarding a variety of merchandise. 


No. 1... . Wrench display cover 


Expensive wrenches are shown 
on a covered display unit at the 
Harrison & Gould, Inc., store in 
Milford, Conn., which tips off 
sales people when anyone han- 
dles merchandise. Frames made 
of 1 in. thick lumber covered 
with hardware cloth permit cus- 
tomers to see the units without 
handling them. Covers are hung 
on the display units by storm 
window hooks. A prospect wishing to remove wrenches from the display 





must lift the cover as he would raise the storm window on a house. This 
action is seen by other customers and by sales clerks. This four-section 
display unit rests on a smal] table. A one-inch pipe runs upward from the 
floor to the top of the unit, so that the upper part can rotate on casters. It 
is possible to stand in one spot and by revolving the unit show a prospect 
tools on the four panels. 
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No. 2 . Lock up for expensive lines 


No. 


No. 


Des 


ae 











Would-be-pilferers are warned 
that certain articles are under 
lock and key at Booth Hardware 
in Canton, Ohio, by signs that 
remind any prospect that he is 
welcome to see and handle the 
items. The store is designed to 
promote self service but certain 
parts of the store have signs 
reading “Please call clerk for 
these items.” Electric shavers, 
knives, barometers and other easily pilfered items are in a case with its 
glass front set at an angle. At another location samples of cutlery are wired 
to a display panel topped by a sign like that used on the glass-front case. 
Generally, the effect of calling attention to these locked or fastened items is 
good, reports the management of Booth Hardware. To date no customer 





has shown any annovance at having to ask to see this merchandise. 


. » Tackle display covers 


More than 25 metal boxes with 
aluminum frame tops around the 
glass are used to show fishing 
tackle, lures and baits in the 
large second-floor sports depart- 
ment at the J. J. Moreau & Son, 
Inc. The customer can see the 
displayed items through the 





glass top, but in order to remove 
one of the items, he must use 
one hand to raise the metal 
framed glass cover, and the other hand to remove the merchandise. Use of 
both hands in this conspicuous manner will easily attract attention. 


. . - Guns without clips ot 
WINCHES (ER Ris . 

: ; Tihs bees, . 

Guns are an expensive line of | ene | 
merchandise that run into a good at Tah} 
sized sale when purchased, and F + BAA hd 

i] 


a good sized loss when pilfered, | i \| . : : 
yet displays are highly impor- | —_ | 

tant in arousing customer curi- - 

osity. Handling of a gun to get 
the feel of it is a great help in 
making the sale. Yet, preven- 
tive measures are needed to pre- 
vent thefts. The sporting goods 
department of the J. J. Moreau & Son, Inc., store in Manchester, N. H.., 
solves both problems by keeping guns on open display but with the cartridge 
clips removed. Would-be-pilferers are deterred from trying to steal an in- 
complete gun. 


(PR. dh Be 
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Fishing reels represent a large 
investment in a sporting goods 
department, and the loss of a 
more expensive model can ruin 
the profits on many sales. Reels 
in the sporting goods depart- 
ment of the J. J. Moreau & Son, 
Inc., store in Manchester, N. H.., 
are kept in a locked metal cabi- 
net. Customers can view the 
reels through the glass front, 





but if they want to see a particular model a salesman comes and unlocks the 
cabinet. Thus, it is possible to keep reels on display, but locked up, and to 
bring out one at a time in making a sale. 


No. 6..... Mystery case lock up 


Valuable small merchandise 
line such as clocks, barometers 
and dry shavers are displayed at 
the J. W. Mertz Hardware store 
in Ada, Ohio, in glass enclosed 
cases with drawers and handles. 
As no lock or catch is visible, 
these units do not appear to be 
locked. Each drawer is locked 
by means of a long metal rod 
with a curved end which turns 





into a hook in the drawer. The clerk, standing behind the unit, can tur 
the handle of the long rod and unlock the drawer at the front without the 
customer seeing him perform this operation. 


No. 7 .. Netting for electric trains 


Unnecessary handling and pil- 
ferage of electric trains is pre- 
vented at the Charles Shotton 
Co. in Suffolk, Va., by enclosing 
the section in poultry netting 
mounted on a wooden frame- 
work A locked door may be 
opened by a member of the store 
staff when necessary. The net- 





ting enables custemers to view 
the train merchandise yet it is 
accessible when sales personnel wants to take it out for demonstrations 
Damaged merchandise is a big factor in toys, and this protection cuts dow? 
this loss. 
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Joe Prather talks about a replacement water system with a 
customer visiting the store to buy other types of merchan- 


ose. 


Sells replacement units 





Ohio dealer finds replacement 


pumps to be his best market 


Many long-time customers visiting the Oxford 
(Ohio) Hardware Co., are casually asked, “How 
is your water system working?” 

Ernie Myers, manager of the store, has found 
this question is a good one to start people think- 
ing about getting greater supplies of water for 
their homes and farms beyond the water mains. 

Mr. Myers says, “Every year some water sys- 
tems in our community come to the end of their 
life span. Each new advance in construction 
described in national advertising of the pump 
companies convinces some of our customers of 
the need for keeping up with the times with 
better home and farm water facilities. 

“Ours is a long-established firm, and it has 
been instrumental in bringing their first electric 
water system to hundreds of farms. If an older 
customer admits that he could use more water 
under pressure, we take him over to a pump dis- 
play, show him the improvements offered in the 
newer units. We often convince customers that 
they urgently need new equipment.” 


Oxford Hardware handles two lines of na 
tionally advertised water systems, stocking eight 
to 10 units in each line. Some of these are dis- 
played in the windows and in the store. Pipe, 
repair kits and other related items are displayed 
with water systems. 

Many of the company’s water systems sales 
are made to city customers who have bought 
farms for 52-week living. 

A recent sale of this type was to a customer 
who had purchased two farms, each with out- 
moded water systems. Oxford Hardware had a 
well drilled for him, installed a 30,000 gal. 
cistern, ran hydrants out into the fields, and 
provided him with an up-to-date water system. 

After the water system transaction was com- 
pleted, the customer bought complete kitchen 
equipment for the two farmhouses. Refrigera- 
tors, electric dishwashers, cabinet sinks, cabinets, 
automatic washers and inlaid linoleum were sold 
for each of the houses, bringing the total sale 
to that farm owner to a very substantial figure. 


Of the water systems business, Mr. Myers 
says, “In addition to the profit in selling these 
units, the water system is a feeder for sales in 
all departments of the store. The public expects 
the hardware man to handle water systems. When 
people buy pumps from us they are natural cus- 
tomers for a variety of major appliances for the 
kitchen, bathroom and home laundry. 

“Many people are installing their own water 
systems. Package units supplied by manufac- 
turers, with everything to make it easy for the 
inexperienced person to do his own work, help 
greatly in promoting sales for us.” 

Full use is made of sales aids provided by 
water systems manufacturers, including replace- 
ment deals. The firm uses window streamers, 
banners and display stands provided by manu- 
facturers. 


Displays feature related items 


During National Water Systems Month, one ef 
Oxford Hardware’s front windows has several 
water systems displayed together with water- 
utilizing equipment. 

Three times a year the Cincinnati Gas & Elec- 
tric Co. offices, next door to the hardware store, 
feature water system windows with exhibits of 
old and new was’s of washing dishes, laundering 
clothes and doi\g other household and farm 
chores. 

Most water systems sales by Oxford Hard- 
ware are on an open account basis. 

Half of Oxford Hardware’s $500,000 annua! 
business is in major appliances. The business is 
operated by Ernie Myers, J. W. Prather and 
Keith Myers. 
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The new Crystal self-service store. 


We opened our first self-service store 


part 2 


by Ray Ohlson, Branch store division manager 
Warner Hardware Co., Minneapolis, Minn. 


How can charge slips be handled at a checkout? How can self-service be 
encouraged in the paint and plumbing sections? How can a customer get 
service in a self-service store? How can manufacturers improve their pack- 
aging? These are some of the questions discussed in this informative article, 
the second of two articles telling in detail how this self-service store was 


planned, fixtured and merchandised. 


Editor's Note—The first part of this two-part be a full self-service store. We have signs 
article appeared in HARDWARE AGE, Dec. 8, p. 35. throughout the store stressing that the customer 
Among the subjects covered were the types of should ask for help if he desires it. Our sales- 
fixtures best suited for self-service; the layout people are instructed to be on the alert for cus- 
x of the store; how pilferage is minimized, and tomers that need help. 
the types of packaging done by Warner's them- We have done several things, besides using 
selves. signs, to help give customers good service. First, 


fonee 


we installed an inter-com system with a micro- 
phone at the cashier’s counter. When the cashier 













We have carefully schooled our salespeo,s!2 sees a person in the store who apparently would 
never to say “May I help you,” but, instead, to like some help, she calls on the inter-com and 
say “Did you find what you were looking for?” directs the attention of one of our salespeople 
This subject of training salespeople for a self- Secondly, we have spotted throughout the store 
service store makes another story which has - 
been well covered in other articles.* * See “ABC's of Self-Service Salesmanship,” 

We recognize that a hardware store can never HARDWARE AGE, Sept. 1, 1955, Page 62. 
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The gift corner at the front of the store. 


little bells (See Fig. 13) with a card reading hardware where many times customers do need 
“ring bell for service.”” We have particularly help in finding and selecting the item they want 
spotted these in departments such as paint and Thirdly, all the counters are numbered. Thi 


Below—Overal! view of sporting goods department 
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We opened a self-service store... 


continued 


makes it easy for salespeople to direct customers 
to the correct counter. 

In the areas where we feel sales help will prob- 
ably be needed, we have tried to make it as easy 
as possible for the salesperson to be of some 
help. On the screen wire rack, for example, there 
is a gage to measure length and a chart which 
tells the price by lineal foot. The width is marked 
on each roll. Thus even an inexperienced sales- 
person can wait on a customer for wire. 

We have attempted to make the paint depart- 
ment as inviting a place to shop paint self-service 
as possible, as Fig. 14 indicates. We have large 
6x3 in. color chips fastened to rolling panels 
which hang in front of the shelves. These panels 
also give information about the type of paint and 
how to apply it. To encourage self-service on 
stains and finishes, we have different types of 
woods finished, with instructions on the back on 
how to do it. 

At the color bar we have provided a com- 
fortable place for customers to sit while con- 


» a 
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ustomer to pick an item up, but guards against pilferage. 


HARDWARE AGE, DECEMBER 22, 1955 





ounter features the use of seilin 


sidering painting and decorating requirements 
They can look up from the bar to read the large 
signs above the paint shelves, which describe the 
features of the most important paint lines we 
carry. We find this information is of value not 
only to the customer, but also to the part-time 
and less experienced salesperson. 

The front of the color card rack at the left 
end of the counter is made of plexiglas and pro- 
vides a full view of the color cards. There are 
books on the counter which contain useful finish- 
ing intormation. 


Pictures help customers decide 


Another area in which the customer may need 
help is in the plumbing department. Fig. 15 
shows how we have mounted samples of faucets 
and toilet ball-cock assemblies. Then, fastened to 
the back of the display counter, are pictures 
which provide information on household plumb- 
ing repairs. All of the items, except the faucet 
washers and the smallest tack bumpers, are 
priced individually. Self-service trays are to be 
found on all counters where small items are dis- 
played. 

When we came to the sale of fasteners, we con- 
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cluded that practically all customers would need 
some help from a salesperson. Therefore, the 
fasteners are displayed in open bins. In most 
cases, the customer can make his own selection. 
Usually the salesperson will have to bag the 
selection for him with bags located at the point 
of sale. Fig. 16 shows how this is done. The bag 
is sealed by a stapler which is permanently 
fastened to the bag rack. The salesperson marks 
the price on the bag with a marking pencil which 
is chained to the fixture. The customer is then 
free to continue his shopping. 

Our new store has a large light fixture canopy 
that displays more than 180 fixtures. We have 
tried to make it as simple as possible to sell these 
fixtures and have complete price information 
hanging from each. On the back of this price 


We opened a self-service store .. . 


continued 





















Fig. 13—Left—Small bells, scattered about 
the store, are rung by customers when they 
want a salesman's service 


Fig. 14——-Below—The paint department. Note 





selling information on wal! just below ceiling 
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lag, there is the row number. This corresponds 
with a similar row in the small basement stor- 
age space. This is one case in which a salesperson 
will have to go to the basement to get the stock. 
It is impossible to keep this stock on the sales- 
floor. When a fixture is sold, we check it off on 
a card file which gives us a perpetual! inventory 
of light fixtures. 

An important feature of the store fixtures is 
two sections of the sidewall fixtures. As illus- 
trated in the sidewall gun fixture, the top of the 
sidewall canopy is 9 ft. above the floor. This is 
approximately 2 ft. higher than is customary. 
We use this additional height to good advantage 
in both the sporting goods and steel goods sec- 
tions where long handle items can be profitably 
displayed at greater height. 

It is important for our salespeople to be aware 
of the items that are currently advertised and 
that will be advertised within the next week or 
so. A bulletin board is located by the drinking 
fountain at the rear of the store and store ads 
are mounted on it. Another bulletin board is 
mounted in the store proper and current ads are 
posted for the customers to observe, as shown in 


Fig. 15—This plumbing counter illustrates the use of mounted san 
self customers. Self-service tray is in the foreground. 
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lig. 17. This bulletin board is at the checkout 
counter so that the cashier can make ready refer- 
ence to items and prices in our ads. 

At Warner's we do a big charge business. We 
consider it an important part of our business. 
We have a vice-president in charge of credit 
sales (See Fig. 18) who is working constantly to 
increase our charge business and to make it easy 
for customers to open new accounts. We also are 
proud to have been the first Charga-Plate hard- 
ware store in the country 


A plan for handling charges 


We carefully considered the problem of how 
to operate a charge business in a self-service 
store. We soon decided that to itemize each in- 
dividual sale on a charge book would take up too 
much time at the checkout counter. It wouid 
also present a customer morale problem. If the 
cashier was taking a long time to write out the 
charge slip, the cash customer would probably 
get impatient. 

We then worked out a plan which is both quick 
and efficient. The cashier determines whether 





29 








gq. 16—Left Above—When 


elected the taosteners he needs. o cierk boas 


customer ho: 


fhe item staples i? 
Tr 

r rhe Dog ine 

NOPPpING. 


closed ond morks the price 


ustomer then continues his 


Fig. 17—Left—John Mark, store moan 
“hecks newspaper acs posted neor the check 

" - Tv . 
our counter. inese oos ac 


7 
ond cashiers to check prices, etc. 









































































We opened a self-service store... 


continued 


the sale is a cash or charge. In either case, she 
rings up each sale on the cash register and ends 
up with a cash register receipt which shows the 
amount of each item and the grand total. If it is 
a cash customer, the cash register receipt is 
viven to the customer. 

On a charge sale, the only difference is that 
the cashier punches a charge key. The cashier 
then records the amount of the sale on the blank 
shown in Fig. 19. At the top, she puts the date, 
her number, whether credit has been established, 
and the name and address of the customer. If 
they have their Charga-Plate, it is imprinted on 
the slip. The slip reads “I have received mer- 
chandise for the amount listed below, please 
charge my account.’ Customers sign this simple 
blank. The blank is then sent to the downtown 
office where the customer is billed as normally 
The only difference is that at the end of the 
month they do not get an itemized sales copy. 
They get only the total amount. We can sub- 
stantiate that a purchase was made since we 
have a signature on the charge form. 

Many hardware men, after visiting the new 
Crystal store, have asked us, “What was the big- 
gest problem you encountered in setting up the 
store for self-service?” 

The biggest problem we had is that such a 
large amount of merchandise for the store was 
not properly packaged by the manufacturer. 
There are so many, many things that the manu- 
facturer could do to make a job of setting up 
and operating a self-service store easier and 
profitable. Some of these things have been 
touched on in these articles. 


How manufacturers can help 


For the benefit of manufacturers, we would 
like to suggest a few of the steps they can tak 
to help the hardware merchant who is interested 
in operating a self-service store. 

Basically, items need not be boxed. In fact, 
at times a large box can definitely be a disadvan 
tage. However, every item of any size or con- 
sequence, such as tools, should have some sor’ 
of a label tied on or wrapped around it carrying 
the information in which the consumer is inter- 
ested. The label should also provide an eas\ 
place for pricing. 

Small items, such as screws, nuts, small bolts 
hinges, etc., should be bagged, preferably in a 
clear plastic bag with a card accurately describ- 
ing the item, a place for the price, and a punched 
hole so that the item can be hung on a rack. 
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Manufacturers of hard lines can visit the gro- 
cery stores and see how easy it is for a grocery 
clerk to stamp a carton of peas. When he rips 
open the top of the carton, the exposed portion 
of the can is right there, ready for him to stamp 
the price. 

Many times it is possible for a manufacturer 
to design a shipping carton that can become, 
upon opening, a self-service display piece with 
lots of selling information on it. 

Because warehousing is a problem, the manu- 
facturer should certainly keep in mind a pack- 
age unit that can easily be handied and ware- 
housed. It is important that these standard 
packs, or cartons, do not involve too many items 
in any one carton. When you have multiple store 
units, as we do, it is very costly for people in 
the warehouse to tear open a big carton, take out 
a certain number of items, repackage it, and 
send it out to a store. It is much more economical 
if the item comes in a small enough unit in a 
carton so that the whole carton can be sent out 


to a store. 


Self service is here to stay 


Visual packages are the best. This is the sort 
of package that invites the customer to pick it 
ip and take it home. It is necessary in every 
case that there be a sales message in a colorful, 
eve appealing manner. The type should not be 
too small. The selling points and trademark, and 
a place for the price, should all be prominent on 
any selling piece attached to the merchandise 

lt is hoped that this article may be of some 
value to other stores in other locations that are 
planning on opening up self-service operations. 
We also hope that the article stimulates manu- 
facturers who are supplying us with merchan- 
dise. We feel strongly that the top management 
of manufacturing companies should take sales 
trips out into the field to see for themselves what 
are the new packaging and marketing problems 
for self-service hardware stores. 

What are the results of all our planning and 
work at our first self-service store? So far, we 
have managed to staff the store with slightly 
fewer full time people and fewer part-time peo- 
ple. Sales have been most encouraging and we 
are well ahead of our sales expectations. We have 
had practically no customer complaints over 
serving themselves. 

We did find that customers do not read signs 
as they should. At the front of the store we en- 
courage customers to take a cart and serve them- 
selves. We soon found that it was necessary to 
scatter our shopping carts throughout the store. 
Unlike a grocery store, where a woman knows she 
is going to need a cart and will probably fill it, 
many customers come into a hardware store not 








expecting to buy much. They do not take a cart 
at the front of the store. 

After they have been in the store a while and 
have done some browsing, they find that they 
need more than they expected to buy. We have 
carts scattered throughout the store for the cus- 
tomers who suddenly finds their purchases are 
going to require a cart to push them to the check- 
out counter. 

We feel that this is a final indication that self- 


service is here to stay 
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Store relocation 





Why move to new quarters ¢ 


Move to area with less traffic may be the 


answer to the need for better display 


space and more parking facilities 


tiow important is adequate park- 
ing space in building traffic for a 
long-established hardware store? 

Is it better to relocate in an area 
attracting less traffic, providing 
there is ample parking space? 

What would you do if there were 
not sufficient room in your store to 
expand your display facilities? 

Would you stay where you are, 
or move to other quarters?” 

The area attracting less traffic 
could well be your best solution to 
all of these vexatious problems. 


After 25 years in a downtown 
shopping center in Lake Forest, 
lll., and one attracting heavy traf- 
fic, Wells & Copithorne moved three 
blocks to increase its display space 
from 2600 sq ft to 5000 sq ft in 
1954. 

Despite the fact that the new 
location attracts relatively less traf- 
fic than the older one, good park- 
ing facilities more than overcome 
this disadvantage. 

A store parking lot for 15 cars, 
plus street parking has helped the 


Spacious wall display area in new store with housewares on glass shelving against background of perforated panei board. 
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new location display room to be- 
come a popular shopping place. Ev1- 
dence of this is a 20 percent in- 
business over the last 
year in the old quarters. 

Sut one additional employee has 
been hired tor the new and larger 
quarters, and the new and more 
modern fixtures 


crease in 


encourage 
self-selection buying. 
Fixtures and layout for the new 
quarters were provided by the Illi- 
nois Retail Hardware Association 
D. L. Wells and W. Copithorne 


more 
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have no regrets at moving to the 
new quarters in which they have a 
52x100-ft store in contrast with 
the old unit having but 2600 sq ft 
of display space. 

Mr. Wells reports, “We are well 
pleased with our move, and think 
that our business will show an even 
greater increase in the future as 
more people become acquainted 
with our new location and larger 
stocks. We hated to leave the other 
location in a distinctive shopping 
center which had attracted nation- 
wide attention. But we had to have 
greater display space, and we've got 
— 

The new store has more adequate 
illumination with strip fluorescent 
lighting running the entire length 
of the display room. Careful 
thought was given to the color 
scheme, one which has attracted 
much favorable comment from cus- 
tomers. The women’s side of the 
store is finished in deep burgundy, 
the men’s departments on the op- 
posite side is Caribbean blue. 

Dawn gray is the color of the 
rear-of-the-store area as well as of 
some of the front-of-the-store sec- 
tions. A brown and gray flecked 
asphalt tile floor adds to the color- 
ful appearance of the new display 
room. 


30th glass and wooden wall 








rreaqiment is given wail display 
as 
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shelving are used in the housewares 
section of the store. Housewares 
stocks in both utility and fancier 
giftware lines have been increased 
in the new store. This greater at- 
tention to women’s lines has result- 
ed in a sizable increase in turnover 
in this section. 

On the men’s side of the store a 
broad top ledge used for showing 
bulky items also provides a canopy 
for effective indirect lighting of 
merchandise in that section. 
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The bright illumination and color 
of the new store help to sell cus- 
tomers on the idea of more color in 
their homes through the use of 
newer shades of paint. Four hun- 
dred one-gallon containers of paint 
are displayed at all times as well as 
a good stock of smaller sized cans. 
The paint department 
across the rear wall of the store. 

Sales of the paint department 
$30,000 in a 


(Continued on next page) 


extends 


run about vear. 


or various size containers Ggiong wa 











30th do-it-yourself homeowners and 
paint contractors use this depart- 
ment as their source of supply. 
Many narrow panels, each paint- 
ed a different color, and with hooks 
on the end are hung at the paint 
mixing counter. While an employee 
places paint in the agitator the 
waiting customer is reminded of 
other shades and colors stocked. On 
a supporting pillar, adjoining the 
agitator, paint folders are shown 
in metal racks. Thus, employees 
have an opportunity to suggest ad- 
ditional purchases of paint. 


Promotes lawn mowers 


From February through October 
the firm shows an extensive display 
of hand and power mowers and re- 
lated lines. About 75 power mowers 





are sold annually including some 
numbers priced at $800 for use in 
large estates, golf courses and 
cemeteries. 

Wells & Copithorne services more 
than 1000 power mowers sold by it, 
these including many large units. 

The lawn mower service shop, in 
which two men are employed most 
of the year, starts promoting ser- 
vice work on these units in Sep- 
tember of each year. Mr: Wells 
and his service department main- 
tain lists of power mower custom- 
ers. Each week from September on 
these users are reminded by phone 
calls that their mowers may need 
servicing. 

For many years the firm has been 
able to keep its mower service de- 
partment busy right through the 
winter months. 


Repairs on lawn mowers can 
range from $5 on a smaller unit up 
to as high as $150 on the large 
size models used by estates and 
by the occupants of other large 
tracts of land within a wide radius 
of the store. Service customers 
also buy a variety of merchandise 


Buy related lines 


With many of these power 
mower owners purchasing large 
quantities of grass seed and fer- 
tilizer, the firm’s fertilizer volume 
exceeds 75 tons a year. 

The firm has 1200 charge ac- 
counts on its books, these custom- 
ers constantly being reminded of 
merchandise and services by folders 
and envelope stuffers sent out with 
their monthly statements. 
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Training retail salesmen 


Better salesmanship in your store 








Here is a simple method for improving the selling skills of your store personnel. 
Just put the poster shown on the facing page on a bulletin board in the back of the 
store, in a stock area, or wherever store people will see it frequently. 


This constant reminder of the qualities of good salesmanship will help any serious 
member of your store staff improve his selling. The poster on the facing page is 
the eighth in a series of sales training posters that will appear in HARDWARE AGE. 
These posters were prepared by a hardwareman with extensive experience in the 


training of retail hardware salespeople. 


ent selling subject. 


Each poster in the series will cover a differ- 
The technique of presentation will be the same as that used so 


effectively by the armed services during the war to train military personnel in a 


wide variety of subjects. 


Each poster in this series is full page in size. 


Previously published posters in this series are: “How to go places in hardware 


’ 


retailing,’ 


issue of Sept. 1, p. 70; “How do 
“When you wait on a customer . 
Oct. 13, p. 112; “The eyes of the shoplifter 


you look this morning,” Sept. 15, p. 108; 
.., Sept. 29, p. 157; “Did that last check bounce?” 
are the tip off,” Nov. 10, p. 105; “Lean 


over backwards to please your boss, the customer,” Nov. 24, p. 66; “Sell toys to 
grown ups ... for the small fry,” Dec. 8, p. 52. 
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Dont sell paint. 
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New developments make it easier than ever to paint a room or 
a whole house. But people do not buy “paint ; the buv color. 


beauty and protection You can increase vour paint sales if vou 


sell the COLOR, not the can. 
These suggestions will help you sell more paint: 


T Describe how eas) and economical it is to use the new colors. 
Demonstrate the wide variety of colors that are available by 
giving the customer one of the color guides the paint manu- 
facturer supplies. 

Emphasize how easy it is to plan modern, refreshing color 
schemes. Give the customer one of the folders on color plan- 
ning that the manufacturer provides 

Stress how easy it is to apply modern paints; how fast they 
dry. Tell them how and where rollers can be used to speed up 
the job. 


re 


Dont overlook the related sale very paint customer needs 


ww 


brushes. rollers. brush cleaners sandpapet etc 


Make a note of the customers name Phone him in a few 
days and ask if you can supply anv additional information o1 
guidance. 


Hardware Age Editorial Feature 


Copyright |955—Hardwere Age 
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Gift merchandising 





how 
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known as Step-up window display features higher-priced gift suggestions 


Gift headquarters throughout the year 


What do you do to make visitors 
and permanent residents think of 
your store as gift headquarters? 

At Olson Hardware Co., 390-2 N. 
Beach St. in Daytona Beach, Fla., a 
window displays featuring gift- AGNUTOCTU 
wares, careful in-store groupings, 
and advertising stress the fact that 
the store is the place to buy elec- 


Southern dealer stresses gifts to build feminine 


traffic. Attracts visitors as well as vacation trade 


tric housewares and other gift 
lines. 

John Gibson, who manages the 
hardware and housewares depart- 
ments says, “We advertise our store 
as gift headquarters to bring in 
many women. Since Daytona Beach 
is a year ‘round vacation place, we 
find that gift advertising brings in 
many people seeking items to send 
or take back home.” 

A feature of the gift department 
is a 15-ft section from one of the 
windows into the store with five 
wooden shelves for showing electric 
housewares. 

Roasters, cookers, deep fat fry- 
ers, clocks, radios, mixers and cot- 
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Youll sell more 





















fee makers are shown against the age, attractive gift wrap, but 1! 
light cream wall background. the customer wants an especially 
Although most sales for this sec- elaborate packaging a small charge 50-50 PAC 
tion are on a cash basis, lay-away is made for the materials. 
plans and financing arrangements Good window displays attract See/-\ a) 
are available at all times of the many window shoppers into the oN % 
year. store. A two-level step-up display > 
Particular care is taken to show arrangement is used in one win- 
merchandise by groups. dow. with black cloth covering the ; 
Four islands, 4x8 ft, are used props. Against this setting, gifts, ’ 
’ to feature housewares and gift- especially colorful trays, stand out 
wares including dinnerware and very well. 
glassware. Fireplace equipment is Olson Hardware Co. is owned and 3 
‘ shown in this section, the firm sell- operated by Carl Olson, Sr., and 5 nsees rea 
ing this merchandise in all seasons his son, Carl, Jr., who also conduct METAL 
for gift purposes and personal use. an electrical contracting business | GTTing 
No charge is made for an aver- under the name Olson Electric Co. 


-iecnryr aie sewores rrhrrag fe permanent resicentrs yo tronsient: 


wee Aewe coer ete + ower orverwrrrrry 


(jes MOA Cyey Oo] 





Designed to help you sell, 
priced to help you profit, 50-50 
Pac gives you a wonderful 
counter display and 6 different 
hand hack saw blades in a sin- 
gle 100-blade assortment. 
—" 

CAPEWELL HAMMERS 
Capewell drop- 
forged Carpen- 
ters and Machin 
ists’ Hammers, 
made from spe- 
cial hammer steel, 
are Techamatic r 





















Fireplace equipment gets 52-week display in the gift department. heat treated. This pro 
ro : cess, developed and | 
taal | a ue } used exclusively by 
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tempered hammer with 
ideal hardness pene- 
tration of the face and 
claw, preventing wear 
or breakage. This im- 
portant feature, com- 
bined with carefully selected 
kiln dried hickory handles, 
makes Capewell Hammers your 
first choice for satisfied custom- 
ers. Send for details and prices. 


¢ APEWELL 


THE CAPEWELL MFG. CO. 
85 Governor Street, Hartford 2, Conn. 
50-50 Pac Details 


Details 


L '& | Capewell, assures a 
oy ” . d a uniform hardened and 
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Street 
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Here’s the Big-Selling line that'll boost your sales of Watering Equipment... 

















TRIPLE TUBE FLEXIBLE SPRINKLER* 


Sells 4to 1 over any other 


a SPRINKLES BETTER * '5 more coverage than any other flexible 
tig sprinkler. Even distribution, no puddles, no dry spots. 

MADE BETTER « All virgin vinyl for longer life and better wear. 
Scientifically designed spray openings guide water to perfect 
pattern. Superior Couplings assure maximum water flow 
without leaking. Flush-out coupling for easy cleaning and 
connection of extra lengths. 


PACKED ON REEL * Convenient — rolls up and rolls out the 
sprinkler with the greatest of ease. Stores sprinkler properly, 
for extra years of use. 


No. 1000 — 50 ft. covers 1000 sa. ft. $5.98 With Reel 


(20 ft. x 50 f. rectangle) 


No. 600 — 25 ft. covers 625 sa. ff. $3.98 With Reel 


(25 ft. x 25 ft. rectangle) 
Above prices Fair Traded at retail? 





BThe Triple Tube Sprinkler is patented under U.S Patent $2,621,075 
ond other patents covering multiple tube flexible sprinklers. 











Look it over carefully now . . . then put your order in the ‘“want-book”’, today. 








FLEXIBLE SPRAY-SOAKER 


Every home needs hundreds of feet 


Not a sprinkler. Not a seeper. Does things neither 
of these can do. 

Hundreds of fine sprays, from scientifically designed open- 
ings, spray upward only, from end to end in narrow pattern. 
Nothing equals it for effective watering of Trees, Shrubs, 
Narrow Strips of Lawn, Foundation Plantings, Garden Rows, 
Sprays gerated water for best soaking results without 
wasting water 


CAN BE LEFT IN PLACE ALL YEAR ROUND. Will not rot, 
rust or mildew. Made of tough virgin vinyl! plastic with solid 
brass, nickel-plated, reattachable couplings with flush-out cap, 


RECOMMEND THIS NEW SPRAY-SOAKER. It’s vastly su- 
perior to the old fashioned seeper 
No. 500 — 50 ft. $3.29 
No. 800— 100 ft. $5.98 


Above prices Fair Traded at retail? 
































Now SUPPLEX Pays YOU to Advertise. Every carton of the five Supplex products illus- 
‘ 2s ao trated on these pages will contain this Advertising Dollar... worth $1.00 in payment of 
te ®. ey your newspaper advertising of Supplex products. It’s the hottest promotion of the year— : 










your chance to tell your neighbors—at Supplex’ expense—about Supplex watering equipment. 
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SENSATIONAL 230°, SALES INCREASE IN SUPPLEX GARDEN HOSE 
IN ONE YEAR...BECAUSE IT'S THE BEST GN THE MARKET. 


















TIRE CORD REINFORCED—Will not split, burst or break even if left in hot sun for days 
under full water pressure ...REATTACHABLE COUPLINGS—Eliminate “leaky coupling” 
returns—can be tightened or removed and replaced at home. Solid brass, nickel-plated 
.. FULL GUARANTEE—Details on every colorful hose disc . . . ALL VINYL PLASTIC—So light, 
so flexible, it’s a pleasure to use .. . so smooth inside it delivers 50% more water than 
rubber hose of same bore . . . COMPLETE LINE OF OUTSTANDING VALUES — 
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No. SPE-556 “SPECIAL” No. STD-546 “STANDARD” No. 5856 °/g “LARGE BORE” 
50 ft. $6.49 50 ft. $8.95 50 ft. $12.98 25 6.$7.50 




































































WITH REEL 
5 ft. $3.9 75 ft. $9.50 (_% 66 " 
a0 &. 93.98 $ 25 ft. $5.15 75 ft. $13.25 with Ree! No. 3456 %/4 “LARGE BORE 
Above prices Foir Traded at retail? 
Above prices Fair Traded at retail’ 50 ft $1 5 98 25 $9 30 
3-PLY WITH VISIBLE TIRE CORD REINFORCE- 4-PLY—TIRE CORD REINFORCED. Double outer Above prices Fair Traded ot retail’ 
MENT. Sells itself because your customers can jacket. Brilliant green, opaque, virgin viny!| , 
see the reinforcement through heavy trans- outer sheath provides extra protection vias CORD REINFORCED. Big volume warer 
parent virgin vinyl outer protective jacket. against sun, oxidation and abrasion pp: aaa homes ” provessiona! needs. 
It sparkles... it's got sales-appeal. Five year STORAGE REEL—FREE OF EXTRA COST—o real wdihgroy--prw nes meron ready prartle 
. quaranies ——_—_—— alee eieeaalll ) , hose. 34," delivers 120% more water than ‘2 
Pe ee See ne Wee, Ie plastic hose. Extra rugged construction with 
year guarantee. wee hier metas 
tough virgin vinyl outer protective jacket. 
| Weighs 2, less than rubber hose delivering 
Supplex Virgin, transparent vinyl. same volume of water. Ten year guarantee. 
“ECONOMY” ¢ Reattachable couplings. ) 50 ff. $3.98 
i 
Garden Hose Five year guarantee. a . hk wae ' ’ 
Sorr Ad-Doliars do not appi on this hose. 3, ‘, Better Homes GARDEN | NG 
JA TI¢ rat ll and Gardens 
The Saturday Evening 
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There's no substitute for the 


° 
Your business experienced personal service and help 


you get from your Porter-Cable 
iS his ob representative. For his only interest 
| is in building your tool business. 


He devotes his time and his energies 

















— to your problems... helps train 




















your sales force, calls on your major 








prospects w hen you request, offers 





er franchise 

















No oth 


his services when you participate in 

















gives you local trade shows, makes himself 
available for store demonstrations 
e extras! : : 
all thes and special promotions. 








Porter-‘ able 









































Y ou? * He has a wealth of power-tool 
repres¢ miative pe’ sone} knowledge and experience — and it's 
helps you ¥ ith: all yours for the asking. He's a key 
— wal sales pe’ yple reason W hy the Porter-Cable franchise 
oT -gtions means business—and profits—for you. 
e Store demonstr ¢ 











omouons 





and pt A few franchises are still available. 
e Participation 19 Write for details today. 
c shows 


oe Display «. lox al i 
advertising, direct mé 


~~ alls on kev prospect Porter-Cable 


ry control 


evens problems — \_ Caallty Clacituc Foote 


e New product 
informauon 


e Budget selling plans 
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PORTER-CABLE MACHINE COMPANY 


504-B N. Salina Street, Syracuse 8, N. Y 




















SAWS + DRILLS + SANDERS 
ROUTERS + SHAPERS + PLANES 
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Washing ton 
NEWS and VIEWS 








Ia Canada, write to Porter-Cable, Ltd., Box 5019, Lendon, Ontario. Canadian prices slightly higher 


(Continued from page 10) 


Five Major Business Issues 
To Come Before New Congress 

Businessmen expect tax revi- 
sions and reductions, along with 
four other national legislative 
issues, to have the greatest impact 
on business next year. 

Congress is considering techni- 
cal changes in the excise and in- 
come tax laws which will remove 
many of the more serious dlis- 
crepancies and problems encoun- 
tered by merchants. In addition, a 
persona! income tax cut is a strong 
possibility. 

Other issues which businessmen 
think will most affect business in- 
clude legislation on federal and 
state “right-to-work” laws; reten- 
tion of flexible farm price sup- 
ports; an expanded federal high- 
way system, and the fight over fed- 
eral vs private development. of 
water resources. 

In addition, businessmen as a 
whole are interested in laws yoVv- 
erning union welfare funds; ex- 
panded social security coverage 
and rates: wider minimum wage 
coverage: and efforts to broaden 
federal aid for school constructio! 


Heavy Snow, Rain Forecast 
For Middle West and West 
Temperatures over the next 30 
davs should be above norma! ee 
the Southeast: near normal in the 
middle Atlantic states, Ohio valley 
and Southwest states. But the rest 
of the country is going to experi- 
ence below normal temperatures, 
the U. S. Weather Bureau predicts 
In its 30-day outlook, the bu- 
reau says rain and snow will ex- 
ceed norma! in states bordering 
the Mississippi and Ohio valleys, 
the northern Rocky Mountains, and 
the West Coast. The Southwest 
and Southeast will be drier than 
usual, and the rest of the country 
will have normal amounts of bad 
weather, the forecasters Say. 








(Resume reading on page I1) 
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Hardware and allied 
trade events up-to- 
date in each issue of 
Hardware Age 
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BETTER DISPLAY 
SELLS MORE 








Successful hardware men know 
that the axiom of their business is 
“To sell more—display better.”’ 

Mathias Klein & Sons now 
offers the hardware trade a new, 
sturdy display that is a self-mer- 
chandiser. Supplied with two 
pairs each of the six most popu- 
lar pliers in the Klein line and 
with a supply of the popular 
Klein-Koat plier handles, this 
display will increase your sales, 
build profits for you. The display 
may be set on the counter or hung 
on the wall and is supplied free 
with an order for pliers and plier 
handles to stock it. 

Klein Pliers are the standard 
by which other pliers are judged. 
Be sure to have this Klein dis- 
play on your counter or wall to 
serve your good customers. 
your Klein distributor. 


See 


DISTRIBUTED THROUGH 
JOBBERS 


Foreign Distributor: later- 
national Standard Electric 
Corp... New York. 


“Since 1857" 





NE 








National Events 


Industrial Supply Convention, May W. B. Thomas, Hunter-Thomas As- 
21-23, 1956, at Atlantic City. At- sociates, 2130 Keith Bld¢e.. Cleve- 
tendence restricted to members. land 15. business 


manager, 


, 


Sponsored Dy 


American Supply & 
Machinery 


Nationa! Industria! 
Manufacturers 


ASsnN.. Assn., 1900 Arch St.. 


HARDWARE AGE, DECEMBER 22, 1955 


the 
Distributors’ 
Philadelphia 








41 








When you stock the STAR line, 
the first sale is easy . . . repeat 
sales are easier. You can’t beat 
STAR’s combination of best- 
selling line and heavy, con- 
sistent advertising to your 
customers. 

ial Flexible or Flexible Steel 
Blades—the economy blades for gen- 
eral household work. 
"“Moly”"® High Speed Steel Blades 
—Outlasts standard high speed stee] 
biades 10 to 1. 
STAR No. 10 Frame—With green 
Tenite handle; frame has rust- 
proof crackle finish. Complete with 
12” Unbreakable Special Flexible 
Biade. Features easy blade chang- 
ing, automatic blede tensioning. 
STAR No. 15 Frame—Has red Ten- 
ite handle; smooth high gloss 
chrome plated finish. Complete 
with 12” “Moly” High Speed 
Biade. Features easy blade chang- 
ing, automatic blade tensioning. 
STAR Neo. 20 Frame — The top- 
quality professional tool. Lasts 
longer, cuts truer and faster than 
any other hacksaw frarne. 
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USE ALL THE STAR 
MERCHANDISING MATERIAL 
STAR “FLEX-PAK’® ASSORTMENT 









Puts hacksaw blades 
where your customers 
can see them — and 
seeing means sell- 
ing. Helps you 

sell STAR 

“*Molyfiex’’® 

High Speed 
blades — at 4 times the 
profit to you! 


“Molyfiex’’® Display Card No. 166 


Three-color easel- 
back card, 10° x 
13%" contains 10 
Blades — 10° as- 
sorted 18- and 24- 
tooth. 





Attractive 2-color 
card holds STAR 
Special Flexible 
Blades — a fast- 
selling, all-pur- 
pose assortment. 


FREE Ask pe Stor distributor for a supply 
uttr 


of NEW Meteo! ng Booklets and Wal! Charts. 


Sold Only Through 
Recognized Distributors 


CLEMSON BROS. Inc. 
MIDDLETOWN, WN. Y., U.S. A. 








Mokers of Hend ood Power Hock See 
Biodes. Frames, Mete! and Woed Cutting Bend 
Sew Bledes and Clemson Lewn Mowers 


3, Robert C. Fernley, executive sec- 
retary; The Southern Industrial 
Distributors Assn., 712 Volunteer 
Bidg., Atlanta, E. L. Pugh, secre- 
tary-treasurer. 


National Housewares & Home Appli- 
ance Show, July 9-13, 1956, at Con- 
vention Hall, Atlantic City. Spon- 
sored by the National Housewares 
Manufacturers Assn., 1140 Mer- 
chandise Mart, Chicago 54; A. W 
sjuddenberg, executive secretary. 


National Retail Hardware Assn. Con- 
vention, July 22-26, 1956. at the 
Royal York Hotel, Toronto. Na- 
tional Retail Hardware Assn., 964 
N. Pennsyivania St., Indianapolis 4. 


National Sporting Goods Convention 
and Show, Feb. 5-9, 1956, at Hotel 
Morrison, Chicago. Sponsored by 
the National Sporting Goods Assn., 
716 N. Rush St., Chicago 11. Ad- 
dress requests for exhibit space to 
tobert J. Youngblood, assistan’ 
NSGA secretary. 


National Winter Housewares Show. 
Jan. 19-26, 1956, at Navy Pier, Chi- 
cago. Sponsored by National House- 
wares Manufacturers Assn., 1140 
Merchandise Mart, Chicago 54: A. 
W. Buddenberg, executive secretary. 


Toy Fair, The American, March 5-14, 
1956, in New York. Temporary ex- 
hibits, Hotels New Yorker & Shera- 
ton-McAlpin; permanent exhibits, 
200 Fifth Ave. and 1107 Broadway. 
Horatio D. Clark, secretary, Toy 
Mfrs.—U.8S.A., Inc., 200 Fifth Ave., 
New York 10, N. Y 


Regional Events 


Ace Hardware Corp. Annual Conven- 
tion at the Conrad Hilton Hotel, 
Chicago, Jan. 30-Feb. 1, 1956. 
Arthur Krausman, Convention Mer.. 
2355 S. Biue Island Ave., Chicago 8. 


Coast-to-Coast Stores, Annua! Con- 
vention & Exhibit. Feb. a-8, 1956, in 
Minneapolis; 29 Main St... S.E.. 
Minneapolis 14, Minn. 


Cotter & Co. Annual Convention and 
Merchandise Show, Feb. 19-21, 1956, 
at company headquarters, 365 E. 
Illinois St., Chicago 11. 


Eastern Garden Supply Trade Show, 
Feb. 7, 1956, at New York, spon- 
sored by Garden Supply Merchan- 
diser Magazine, 1901 St. Paul St., 
Baltimore 18. 


Gift Shows: Washington, D. C.. Hote! 
Willard, Jan. 8-11, 1956. Chicago, 
LaSalle Hotel and The Palmer 
House, Feb. 5-15, 1956. New York, 
Hotel New Yorker and N. Y. Trade 
Show Bidg.. 35th St. & &8th Ave.. 
Feb. 26-March 2, 1956. Boston, Ho- 
tel Statler, March 5-9, 1956. Phila- 
delphia, Hotel Benjamin Franklin, 
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March 18-21, 1956. George F. Little 
Management. 220 Fifth Ave., New 
York 1. 


Hibbard, Spencer, Bartlett & Co. ord 
Annual Merchandise Convention of 
Auburn and True Value Associat: 
Dealers, Jan. 15-18, 1956. Advance 
registration, Jan. 15; also, open 
house. Meetings start Jan. 16. Ex- 

ibit in company’s warehouse, Ev- 


anston, Ill 


Home Furnishing Accessories Show, 
Jan. 22-27, 1956, at N. Y. Trad 
Show Bidg., 35th St. & &th Ave., 
New York. George F. Little Mar 
agement, 220 Fifth Ave., New 


York 1. 


Janney, Semple, Hill & Co. Annual 
Retailers’ Conference, Jan. 9-11. 
1956, at Calhoun Beach Hotel, Min- 
neapolis. 


Kelley -How-Thomson Co., Dealer 
Merchandise Show, Jan. 30-Feb. 1, 
1956, in Duluth. 


Lamp Industry Methods & Materials 
Show, April 22-24, 1956, at Hotel 
New Yorker, New York. George F. 
Little Management, 220 Fifth Ave., 
New York 1 


Lamp Show, Jan. 22-27, 1956, at Hoce!l 
New Yorker and N.  # Trade Show 
Bidg., 35th St. & &th Ave., New 
York. George F. Little Manage- 
ment, 220 Fifth Ave., New York 1. 


Marshall-Wells Co, Annual Congress 
Feb. 12-15. 1956, Leamington Hotel. 
Minneapolis; & Feb. 27-29, 1956, 
Columbia Athletie Club. Portland. 
Ure. 


Midwest Garden Supply Trade Show, 
Jan. 24-26, 1956, at International 
Amphitheatre Exposition Hall, Chi- 
cago. Sponsored Garden Supply 
Merchandiser Magazine, 1901 St. 


a ie > 34s , 
Paul ST... mAaitimore iA 


Moore-Handley Hardware Co., Mer- 
chandise Mart Dealer Meetings Jan. 
16-19, 1956. at Birmingham. Mobile 


and Nashville 


New England Housewares Show, Feb. 
19-22, 1956, at the Parker House. 
Boston. Exhibit at Parker House. 
Hugh R. Rooney, Show Committee 
Chairman, Parker House, Boston 7. 


Northern Wholesale Hardware Co., 
4th annual convention, Feb. 19-21, 
1956, at 805 N. W. Glisan St.. Port- 
land 9, Ore. 


Our Own Hardware Co., stockholders’ 
meeting and merchandise exhibit, 
Feb. 13-15, 1956, at company’s of- 
fices, 618 N. 3rd St., Minneapolis. 


Southern Hardware Convention of 
the Southern Wholesale Hardwars 
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STRIKING LOW 


kesu//- 


MORE POWERFUL 
BLOWS ON CONTACT! 








Rugged Warren-lTeed sledges hit harder on 

W A “ 4 * ae every blow because their EXCLUSIVE MACHINE- 
TURNED FACES make direct point-to-point 
contact regardless of how you strike—high, low 

| - E f} or on the nose. Each face is polished to an exact 
6-inch radius and protected with a clear, tough 
lacquer. All Warren-Teed tools are forged from 
special high carbon, heat treated steel. They're 
rugged——stand up under the most severe use. Quality 


buyers spot these outstanding features quickly. 


TRUE-FACED FOR 
Buy and sel! Warren-Teed tools In 
ACCURATE STRIKING a sacy-to-dleplay- and-steck cartons 












with or without handcies inserted 
’ u se more and prot , more 


wher you $6 the best—VV¥ arren.- 





WAR TEED 









trade mark 
WARREN TOOL CORPORATION 
Manufacturers of Warren-Teed and Devil railway track tools WRITE FOR 
| f es alge tae ; | NEW CATALOG 
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bigger profits! 
faster turnover! | 


Bune NUTS 


“> CAP NUTS 
ad die cast of 


> zinc alloy 


E for highest quality 
at lowest cost! 


IN BULK, 
BOXED and 
attractive 
counter 
display 
assortments | 


Your customers 

want quality plus econ- 

omy! You want fast turnover plus 
profits! Gries die cast zinc alloy 
wing nuts and cap nuts are the 
answer. Non-ferrous, rustproof, cor- 
rosion-resistant, with clean threads 
and attractive bright finish. Their low 
cost to you mens extra profits! 


Write today for samples, prices 
and catalog sheets. 


World's Foremost 
Producer of ] 
Small Die Castings fe 


GRIES REPRODUCER CORP. 


161 Beechwood Ave. New Rochelle. N. Y. 
Telephone: NEw Rochelle 3-8600 

















Assn. & the American Hardware 
Mfrs. Assn., April 15-18, 1956, 
at Hotel Roosevelt, New Orleans. 
SWHA managing director, T. W. 
McAllister, 814 Metcalf Bldg., Or- 
lando, Fla.; AHMA secretary, 
Arthur L. Faubel, 342 Madison 
Ave., New York 17, N. Y. 


Supple-Biddle-Steltz Co., 15th Mer- 
chandise Fair, Feb. 13-16, 1956, at 
3rd & Hunting Park Ave., Phila- 
delphia. 


Winter Market, Western Merchandise 
Mart, Feb. 6-10, 1956, in San Fran- 
cisco. A. Cameron Ball, Gen. Mgr., 
1355 Market St., San Francisco 3. 


State Events 


Alabama Retail Hardware Assn., Feb. 
19-21. 1956, in Montgomery. Show 
and convention in State Coliseum, 
Montgomery. C. F. (Chuck) Giles, 
409 N. 23rd St., Birmingham 3. 


Arkansas Retail Hardware _ Assn., 
Feb. 12-13, 1956. Sessions and ex- 
hibit at Robinson Auditorium; hotel 
headquarters, Marion Hotel, Little 
Rock. J. Wayne Tisdale, 908 Rector 
Bidg., Little Rock. 


California Retail Hardware Assn., 
Feb. 12-15, 1956, at Fairmount 
Hotel, San Francisco. Kreuger B. 
Jacobson. 262 Western Merchandise 
Mart, 1255 Market St., San Fran- 


cisco Oo 


Carolinas Hardware Assn.. Feb. 21-23, 
1956. Sessions and exhibit at Radio 
Center: hotel headquarters, Hotel 
Charlotte. Charlotte, N. C. D. W. 
Laws. 118 East Fourth St., Char- 


lotte 2. 


Connecticut Hardware Assn... Feb. 8, 
1956, at Bridgeport. Sessions and 
headquarters at Stratfield Hotel, 
Bridgeport. Ned Russell, Harris 
Hardware, Southport, Conn. 


Florida & Georgia Retail Hardware 
Assn., March 4-6, 1956. Joint con- 
ventions, show and merchandise ex- 
hibit. Hotel headquarters George 
Washington Hotel, Jacksonville, 
Fla. W. W. Howell, P. O. Box 183. 
Waycross, Ga. 


Illinois Retail Hardware Assn., Feb. 
21-23, 1956, at Sherman Hotel, Chi- 
cago. William F. Ewert, 1194 Mer- 
chandise Mart, Chicago 54 


Indiana Retail Hardware Assn. Jan. 
24-26, 1956. Sessions and exhibit at 
Murat Temple; hotel headquarters 
The Sheraton-Lincoln, Indianapolis. 
W. J. Sheely, 964 N. Pennsylvania 
St., Indianapolis 4 


Intermountain Assn. Hardware & Im- 
plement Dealers, Jan. 22-24, 1956, 
Exhibit at Elks Club; hotel head- 





quarters, Hotel Boise, Boise, Idaho. 
Leon L. Weeks, 308 Continental! 
Bank Bldg., Boise. 


Iowa Retail Hardware Assn., Feb. 
7-10, 1956. Exhibit at Veterans Me- 
morial Auditorium; sessions and 
hotel headquarters, Hotel Savery, 
Des Moines. Philip R. Jacobson, 
Mason City. 


Kentucky Retail Hardware Assn., 
Jan. 31-Feb. 2, 1956. Sessions, ex- 
hibit and hotel headquarters, Hotel 
Kentucky, Louisville. Edward Keiley, 
501 Republic Bldg., Louisville 2. 


Louisiana Retail Hardware Assn., 
March 11-12, 1956, Hotel Roosevelt, 
New Orleans. David O. Mansfield, 
P. O. Box 1696, Jackson 5, Miss. 


Massachusetts Hardware  Distribu- 
tors, Inc. Dealer convention, Jan. 
11; annual Spring & Summer Show, 
Jan. 15, at 1956. Both events at Ho- 
tel Continental, Cambridge, Mass. 


Michigan Retail Hardware Assn., Feb. 
13-15, 1956. Civie Auditorium and 
Hotel Pantlind, Grand Rapids. Har- 
old W. Schumacher, Michigan Na- 
tional Tower, Lansing 8. 


Minnesota Retail Hardware Assn., 
Jan. 24-26, 1956. Exhibit at Munici- 
pal Auditorium, Minneapolis. Meet- 
ings & hotel headquarters, Hotel 
Leamington, Minneapolis. C. J. 
Christopher, 2110 Nicollet Ave., 
Minneapolis 4, Minn. 


Mississippi Retail Hardware Assn., 
Feb. 5-6, 1956. Convention and trade 
show at Heidelberg Hotel, Jackson. 
D. O. Mansfield, P. O. Box 1696, 
Jackson 5. 


Missouri Retail Hardware Assn., Feb. 


14-16, 1956, at Hotel Jefferson, St. 
Louis. Harry Scherer, 1189 Arcade 
(Continued on page 48) 
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Thanks a lot for the screwdriver!” 


©) Hardware Age. 1955 


HARDWARE AGE, DECEMBER 22, 1955 




















—_~ 


- 


y orged |ron [abinet harhimare 


by McKINNEY 


the original re-creator of historic 
forged iron designs since 1926 
ne of quality forged iron cabinet hardware for 
every room in the house — in three fine finishes — Dull Black, 
Swedish (relieved) lron and Olde Copper. 


MCKINNEY 


McKINNEY MANUFACTURIAG COMPANY 
1715 Liverpool! Street, Pittsburgh 33, Pa. 
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The sales success of items molded from 
Tenite Polyethylene proves that Tenite gives 
housewares the features your customers 
want. 

On your counters, these plastic house- 
wares look clean, smooth and glossy — like 
the Lustro-Ware shown above, made by 
Columbus Plastic Products, Inc., Columbus, 
Ohio. Tenite Polyethylene helps give them 


rhs as 9 esse T3 “< - = 


ae ed 


clear, lively and well-dispersed colors in a 
whole rainbow of hues. And Tenite Polyethy- 
lene helps keep your customer happy long 
after she gets home with her purchase. 
Housewares made from Tenite retain their 
glossy finish, resist peeling and chipping. 
Asa matter of fact, the maker of Lustro-Ware 
housewares is so confident of Tenite Poly- 
ethylene’s performance in these respects 








fast-selling, non-peeling plastic housewares 


that he guarantees his products against 
peeling, 

It's easy to protect yourself when buying 
plastic housewares. Just ask for items 
molded from Tenite Polyethylene. Your cus- 
tomers will be glad you did. 


EASTMAN CHEMICAL PRODUCTS, INC. 
Kingsport, Tennessee 


subsidiary of Eastman Kodak Company 


POLYETHYLENE 


an Eastman plastic 











Bidg., 812 Olive St., St. Louis. ters,. Cataract Hotel, Sioux Falls. 
O. R. Baily, 1300 So. Jefferson Ave., 


Mountain States Hardware & Imple- Sioux Falls. 

ment Assn., Jan. 24-26, 1956. Ses- 

sions and hotel headquarters at Ho- Tennessee Retail Hardware Assn., 

tel Cosmopolitan, Denver. Francis Feb. 19-21, 1956, in Nashville. Ses- 

W. Reich, 1233 Spruce St., Boulder, sions and hotel headquarters, An- 

Colo. drew Jackson Hotel, Nashville, 

Morris Jones, P. O. Box 784, Nash- 

Nebraska Retail Hardware Assn., ville. 

Feb. 14-16, 1956. Exhibit and ses- 

sions at Omaha Auditorium; hotel Texas Hardware & Implement Assn.. x 

headquarters, Fontelle Hotel, Omaha. Jan. 29-Feb. 1. 1956. Sessions. ex- 

C. A. McCoy, 325 Insurance Bldg., hibit at hotel headquarters at The ’ 

Lincoln 8. Statler-Hilton, Dallas. R. M. Souder, 


1108 Gibraltar Life Bldg., Dallas 2. 
New Engiand Hardware Dealers 
Assn., Feb. 20-22, 1956. Exhibit at 
Hotel Statler and Ist Corps Cadet 
Armory; sessions and hotel head- 
quarters, Hotel Statler, Boston. A. 
C. MacHardy, 185 Dartmouth St., 
Boston 16. 


Texas Wholesale Hardware Assn., 
and Texas Hardware Boosters Club, 
annual convention, June 14-16, 
1956, at Statler-Hilton Hotel, Dal- 
las. Howard Weddington, 1327 Na- 
tional City Bidg., Dallas 1. 


New York State Retail Hardware ie 
Assn., Feb. 13-15, 1956. Exhibit at . ti-State Hardware & Implement 
War Memorial; sessions and hotel Assn., Feb. 13-14, 1956, at Herring 
headquarters, Hotel Syracuse, Syra- Hotel, Amarillo, Tex. R. B. Allen, 
cuse. Nicholas H. Kiley, Hills 1408 4th Ave., Canyon, Tex. 
Bldg., Syracuse 2. 
Virginia Retail Hardware Assn. 


With that quality look which a North Coast Retail Hardware Assn., March 4-6, 1956, at Fort Monroe 


wins customers, this new Imperial Feb. 5-7, 1956. Exhibit and sessions (Old Point Comfort). Exhibit, ses- 
hammer is of modern, octagon Wim at Masonic Temple; hotel headquar- sions and hotel headquarters, The 
neck design. Its face, sides, poll, Vj ters, Heathman Hotels, Portland, Chamberlain, Fort Monroe. _G. T. 
two sides of neck and bac: of @ Ore. Martin W. Danko, Route 12, Omohundro, Jr., Scottsville, Va. 
claws are beautifully polished. ™ Box 109, Fife Sq., Tacoma. 

The balance of head is in royal, Western Retail Implement & iiard- 
baked Burgundy enamel. The head North Dakota Retail Hardware Assn., ware Assn., Jan. 16-18, 1956. Ses- 
is of special analysis steel, heat Jan. 17-18, 1956. Sessions and ex- sions and exhibit at Municipal Aud- 
treated. Claws are finely drawn. Its hibit at City Auditorium; hotel itorium; hotel headquarters, Hote! 
comfortably-shaped handle is of white headquarters, The Leland-Parker, President, Kansas City, Mo. W. J. 
hickory with clear lacquer finish. One Minot. Miss E. J. McGrann, 54% Shaw, 3915 Main St., Kansas City 2. 

of three grades for all Broadway, Fargo. 








price levels, attractively West Virginia Hardware Assn., Feb. 











priced for volume sales. Ohio Hardware Assn., Feb. 6-8, 1956. 12-14, 1956, at Hotel Prichard, 
Exhibit at Public Auditorium; ses- Huntington. James C. Fielding, 1628 
sions and hotel headquarters, Hotel McClung St., Charleston 1. 
Cleveland, Cleveland. John B. Conk- 
lin, 198 So. High St., Columbus 15. Wisconsin Retail Hardware Assn., 
Feb. 7-9, 1956. Exhibit and sessions 
Oklahoma Hardware & Implement at Milwaukee Auditorium-Arena; 
Assn., Feb. 21-23, 1956, at Oklahoma hotel headquarters, Hotel Schroeder 
City. Sessions and exhibit, Munici- Milwaukee. H. A. Lewis, Stevens 
pal Auditorium; hotel headquar- Point. 
ters, Skirvin Hotel, Oklahoma City. 
A triumph in fine hammer making— Aaron See oe 515 Midwest 
rightly named, Imperial. Of modern, Bidg., Oklahoma City. 
ane design, sare forged and HARDWARE HUMOR 
heat treated for maximum durability. Pacific Southwest Hardware Assn., hE Pg : 
Highly polished face, poll, pein and Feb. 21-23, 1956. Exhibit at Munici- : a  ___— 
sides with octagon in royal, baked pal Auditorium; sessions and hotel ~~ Z 
Burgundy enamel. Genuine white headquarters, Wilton Hotel, Long Corr —— 
hickory handle with clear lacquered Beach, Calif. Otto H. Grigg, Room na Ne —=——— 
finish. One of three grades, priced for 1120, 416 W. 8th St., Los Angeles 14. SS it—— 
fast turnover. = 4 j 
Write for prices and full details today. Pennsylvania & Atlantic Seaboard f. DS has ier 
Hardware Assn., Jan. 31-Feb. 2, . ine ‘c- Or 
1956. Sessions and exhibit, Conven- \ ~t|\ ‘| py. i, 
tion Hall; hotel headquarters, Ben- 4 SS b ——_ €J Yi, 
| jamin Franklin Hotel, Philadelphia. : , ae 
ct. i engapects ° L. W. Jenness, Room 707, 1616 a, ~ \ulg | 
ree Pg \ y, 


Walnut St., Philadelphia 3. 





3001 Fest svt Street 


S anes | South Dakota Retail Hardware Assn., . . and heres another spot you 
Clevelend «+ ™ ) 


| April 3-5, 1956. Exhibits at Colli- 
seum; sessions and hotel headquar- 
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“J&L WARE MOVES FAST, TOO 


... with higher profits for you”’ 


Your customers know J&L Galvanized Ware 
keep your stocks moving fast. 

Galvanized ware moves better and profits are more 
satisfactory when you stock a line with an accepted name 
like J&L. Your customers have confidence in the J&L 
name and its reputation for quality and sturdy service. 

J&L galvanized ware is priced for the big volume 
market. It yields a healthier profit to the hardware 
dealer. Ask your hardware jobber for complete informa- 


They'll 


DECEMBER 22, 


tion. If you need additional information or help, write 


direct to J&L. 
laughlin 


| Sones 4 


STEEL CORPORATION 
CONTAINER DIVISION 


405 Lexington Ave., New York 17, New York 
Galvanized Ware Plants: Toledo, Ohio, and Atlents, Georgia 


WARE 








WHAT’S NEW 


@ For more information on these products and services 
use free post card on page 51. 




















































(Continued from page 13} steel, box-type construction, simpli- 
fied cutting height adjustment, 4- 








cycle engine, and conveniently 
located recoil starter; suggested 
price is $104.95 (slightly higher on 
West Coast). teel-type Lawn 


Marksman operates by starting 


and minimize handling costs; mop 
can thus be packaged in smaller 
cartons than usual. Available with 


| ae black plastic handle and pink, blue, 
engine and raising handle, stops by ey 
yeniow or green sponges, mop re- 
lowering handle; mower has a ph oe Phy 
= : alis tor 99.90; refill sponges, pack- 
locking bolt device that yives added ; : , , ; , 
| aged in self-display cartons, for 
traction for climbing steep ter- “1 . 
;' repiacement, auXlilary Waxing or 
races; cutting height is adjustable; | . tee 
window washing, are $1.79. 





1} ' : 7 " . ‘) . 
model has 4-cycle engine; 20-1] O-Cedar Corp. 
For more data circle No. 11 on postcard, p. 5! 
models, tnat permits running of * * . . 
as gp ok garage no RN age RO Mixing Bowls in Pink 
retails for $9.95. Modei SQ20PB Still available in the traditional 
retails at $59.95: the other fan four-color combination, the four- 
retails for $39.95. Berns Mfg. Corp piece Pyrex mixing bow! set is now 
For more data circle No. 8 on postcard, p. 5 offered in pink. Individual cartons 
he a for the set will tie in with the pink 


3 ta trend—with pink printing, and 

Adhesive and Solder : dome sink and ‘charcoal price labels will 
ne : ‘g0 rt] et : . l. . . = 

Two items for home handymen’: anid 1 pone outside the arge — 

‘ - ‘ ™ £7 ac TF 4 t »e ; ‘ 4 

tool and material kits are an ad u ‘ ce a4 a or eo gg m * en 
| | , alt » QGts., ali “se pts. Cor ‘ 
hesive and a liquid solder. The ad 2 at » pt yrning 


9 , Glass Works. 
hesive comes in a “(; old-up 


mower has suggested dealer price For more data circle No. 12 on postcard, p. 51 


metal tube and is a general-purpos« ’ 3 — 
of $124.95, 24-in. at $164.95, with 


househola cement for re pairing ht} 
or ht 


. prices slightly higher on West : . 

china, glass, metal, leather, canvas, | | : Hydraulic Pump Oiler 
. : { oast Del iAe neavy a it\ W ork , : 

cloth and paper. Solder, also in a | Capable of delivering a_ full 

Horse is an all-purpose rotary 


tube, is ready to use without heat- stream or one drop of oil, a 2 qt 


having rear roller to prevent lawn @ 
. " : iat ¥ ERD ; ‘ | ; ; ‘ : . 
ing tor toy-making and to! work , a hnvdraulic VUTND olier s ipplements 
: , , : SCaiping ry\ Keeping blade above , 
ing with glass and metals Fo) aa | the oiler line formerly available 
' ground level; init has all-steel : é Mg 
home repairs, solder may be used , only in | Qt Capacity. New oller has 
non-vreakal , 


heati i % jie frame; mower has . . 
on neating and watel pes, ICAK . a | ump arts ‘enews: » § - 
i Pi side discharge chute; leaf mulcher = L ip |} renewa rl ind is 
radiators, and aluminum, tin and | | available with either vertical, angle 

; is available; power supplied by | 
enamel ware. Frankiin Giue Co. . or flexible 


sp S. § f which are 
2%, hp, 4-evcle engine with recoil pouts, all of which are 


For more data circle No. $ on postcard, p. 51! 
starter; suggested price, $108.95 
slightly higher on West Coast 
We stern Tool “ Stam nag Co. 
Four Lawn Mowers For more data circle No. 10 2 postcard, p. 5! 
Three styles of mower in four > 
sizes are available: The 18-in. 


Homko Lawn Scout (Model LS- Sponge Mop 





55); the Homko Lawn Marksman Deluxe No. 88 sponge mop, 
in 20-in. (LP-230) and 24-in. ( LP- streamlined and featuring new 
430) cutting widths; and _ the materials, has a larger 1l1l-in 
Homko 20-in. Work Horse (RM-20. sponge, plus squeezing mechanism 
illustrated). The reel-type Lawn that folds sponge in half to press . 
Scout has simple throttle operation mop dry. Handle is in two-piece | ) 
and automatic clutch operation, all- design to conserve storage space med ) 
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Introducing CAR DOSELLS No. 99 
100% MORE TOOL SALES 


appeal for your store 
with this 4-way fixture 


Never before such exciting colors and downright sales appec! 
for putty knives, wall scrapers, paint scrapers and specialty 
items. Colorful CARDOSELLS displayed on the No. 99 Self-Serve 
Shopper Merchandiser offer every merchant an additional floor 
salesman. The No. 99 is a combination 4-way fixture for floor, 
counter, wall or store pillar, CARDOSELL Merchandisers ore 
given at no chorge with stocks of CARDOSELLS. 


CARDOSELLS No. 99 SHOPPER 
Retailers may get the complete CARDOSELLS Shopper at no 
charge with a minimum purchase of $49.50 worth of 
CARDOSELLS. Bwild your own selection to meet your retail 
requirements. 
No. 99 SHOPPER FIXTURE — Complete floor fixture — with 12 
hooks — 5% ft. high — 2 ft. wide — panel size 3 ft. 4 in. high — 
2 #. wide 
Shipping Weight — 13% ibs., without stock. 


CARDOSELLS No. 99T SHOPPER 


This is the top section, without stand, but includes easel for 
counter. This Shopper can also be used on wall or store pillar. 
Retailers may get this Shopper at no charge with a minimum 
purchase of $39.50 worth of CARDOSELLS. Build your own 
selection to meet your retail requirements. 

No. 99T SHOPPER FIXTURE —Top Section only —with 12 
hooks — 3 ft. 4 in. high — 2 ft. wide. 

Shipping Weight — 9% Ibs., without stock. 


WRITE FOR COLORED CATALOG SHEET 


YDE 


. S ae 


HYDE MANUFACTURING CO. SOUTHBRIDGE, MASS., 


HARDWARE AGE, DECEMBER 22, 1955 


caRpOsE” 
mor 


FOR 





WHAT’S NEW 








® For more information 
on these products and 
services use free post 
card on page 51. 


interchangeable. Amount of oil de- 
livered depends upon pressure ex- 
erted on thumb lever; a controlled- 
measure attachment can be fitted on 
handle at additional cost to provide 
accurate control on amount of oil 
ejected. Oiler is designed for use on 
the farm, in service stations, in 
plants and machine shops, on rail- 
roads and for heavy machinery 
parts. Kagle Mfg. Co. 

. 


For more data circle No. 13 on postcard, p. 5! 


Blade-Type Plow Shares 

Available in both regular and 
short patterns, and packed 6 of a 
kind to a complete with 
nuts, a new line of blade-type plow 
shares are made from solid rolled 
steel. All shares are fitted with 
special bolts and nuts applied in 
manner comparable with that used 
by original manufacturers; shares 
are accurate in fit as replacements. 
Packaging is in corrugated board 
cartons, which are imprinted t 
stock identification 
Patterns are available to fit all 
Dearborn (Ford) 
and Oliver (Raydex) plows. 
Mfg. Ce. Div., Illinois Tron & Bol! 
Co. 


For more data circle No. 14 on postcard, p. 51! 


carton 


— 


show clearly. 


plows 
Sta r 


economy 


Quadra-Type Threader 

For use with any power drive, 
aquick-opening quadra-type 
threader has been developed. Called 










the Beaver “78”, unit threads 1, 
14%, 1% and 2 in. with one set of 
full-width high-speed dies. Thread- 
er has no lead screw to jam or 
and a guide design provides 
instant and correct alignment with- 
out clamping to the work. Threader 
has a quick-opening die throw-out; 


reset, 


there is no need to back off over 
finished threads—when throw-out 
is opened, dies retract. When han- 
dle is closed for the succeeding 
thread, setting remains accurately 
in position for another standard 
thread. Threader can be set in any 
since 
setting marks do not vary. Beaver 
Pipe Tools. Inc. 


For more data circle No. 15 on postcard, p. 51 


position, open or _ closed, 


20-in Window Fan 


Featuring blades dynamically 
and statically balanced for smooth, 
quiet operation, a two-speed, elec- 
trically-reversible window 
1956. This 
has adjustable panels 
to permit installation in windows 
from 24 to 36 in. in width; fan 
has protective, removable grill for 


20-in. 
fan is available for 


deluxe fan 


easy cleaning, and is finished in 
cashmere grey baked enamel. Unit 








has 1] 


factory 


vear replacement 
Other models in new 


line are 30. 36 and 42 in. 


ruarantee. 
attic 
fans. Vernco Corp. 


For more data circle No. 16 on postcard, p. 51 


Home Workbench 

With a solid 1% in. top, surfaced 
on both sides with }4 in. resinwood, 
this workbench for basement, work- 
room or garage weighs 78 Ib, is 
movable and 34 in. high. Surface 
of this home craftsman bench is 
24x60 in. Legs and framework are 
udjustable to accommodate tops up 
to 24x72 in. Workbench is splinter- 


HARDWARE 








proof and surface will not chip or 
peel. Sanded down surface resists 
acid, alkali, oil and grease, and 
dampness will not affect it. 
and frame are of 
legs and braces have baked gray 
enamel finish with rust-proof bolts, 
nuts and screws. Bench may be 
quickly assembled by do-it-your- 
selfers. Mall To@l Co. 


For more data circle No. 17 on postcard, p. 51 


Legs 
13-gage steel; 


Small Alarm Clock 


In simulated black 
brass trim and tripod, The Lark is 
an alarm clock measuring 3% in. 
in diameter with a single key for 
time and alarm, and a single knob 


onyx with 





for both hands and time setting 
Clock retails for $4.98; $5.95 with 
luminous dial. New Haven Clock & 
Watch Co. 


For more data circle No. 18 on postcard, p. 51 


Squeeze Hose Nozzle 

Called the Aqua-Gun, an auto- 
matic squeeze hose nozzle provides 
any desired spray from fine mist 
to full stream simply by squeezing 
handle. Green Trigger locks nozzle 
at desired W hen 
job is finished, again 
squeezed to shut off gun instantly. 
To return to last spray used, trig- 
ger is flicked and gun is ready for 
use. Nozzle is from non- 


position. 
handle is 


Spray 


made 


ee -....:.. sem 
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Hitch your power mower profits 


to this Fairbanks-Morse starlet! 


You ... and readers of newspapers and magazines Fairbanks-Morse (or anybody else) has ever pro- 
across the country ... are going to see a lot of “‘Faith duced! They, too, have eye appeal—as well as price 
More,”’ the Fairbanks-Morse girl for ’56. appeal and demonstration appeal! 

She will appear in all Fairbanks-Morse national The F-M line includes reels and rotaries—manuals, 
power mower advertising, and in our direct mail and self-propelled models and riding mowers——18" to 24” 
point-of-purchase sales helps! cutting widths—-amply powered by 2- or 4-cycle gaso- 

She’ll help promote the finest line of powcr mowers line engines. 


Our Promotion Program’s a Beauty, Too! 


Fairbanks-Morse gives its dealers helps ... sales catalog . . . direct mail PLUS national! advertising in color 
100% backing with the best selling pieces ... display easels . . . envelope in The Saturday Evening Post, Sunset 
tools, including: enclosures .. . newspaper ad mats. Magazine and Progressive Farmer. 


Liberal discounts for volume sales. Spring dating payment privileges. Get Facts About Fairbanks-Morse 
. . - : j 
Competitive prices in all brackets. Fast service from nearby branches. Senenye We 


‘ ; a If you plan to sell mowers for the first 

Workable co-op local advertising Quality—best in all price ranges time or want to add a quality line 
program. associated with the name of Fairbanks- mail the coupon. An F-M sales- 
ALL NEW point-of-purchase sales Morse for more than 125 years. man will call promptly. 


Fairbanks, Morse & Co., Dept. HA-12 
600 S. Michigan Ave., Chicago 5, Il! 


Gentiemen: We are interested in your Power Mower Line for 
56, and the Spring Dating Program. Ask your salesrnan to call soon 


& FAIRBANKS-MORSE 


a name worth remembering when you want the best 





MOWERS -«¢ WATER SYSTEMS © GENERATING SETS -°« MAGNETOS 
PUMPS @« MOTORS «© SCALES © DIESEL LOCOMOTIVES AND ENGINES 
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WHAF’S NEW 









ANCHOR 
BRAND 
SNAPS 







Rope Snap 
Swivel Round Eye Pattern 


No. 125 Rope Snap 
Round Eve Pattern 


No. 200 Harness Snap 
Fiat pring attern 


No. 437 Utility Snap 


~ 


Snops have countless applications around 
the form, ranch, shop, home .. . for fishing, 
hunting, boating ... wherever chain, rope, or 
leather needs a sure, simple snapping device. 
Stock and displey top-quolity Anchor 
Brand Snaps in your store. They are strong, 
easy to open, and close, safe. Fast moving 
assortments are available boxed to sell on 
sight in attractive display cartons. Check 
with your jobber for a sales-sure selection 
from the complete Anchor Brand line. 


a 
NORTH|2JUDD 


Manufacturing Company 





New Britain Connecticut 
New York * Boston * Philedelphic * Atlonta 
Bufficle * Detroit? * Chi * St. lovis 

Dellos * losAngeles * Frencisco 


56 





corrosive zinc, staimless steel and 


brass, has chrome finish, and is 
leak-proof. Melnor Metal Products 
Co.. Ine. 


For more data circle No. 19 on postcard, p. 5! 


Nest for Eggs 

Eggs roll into a ventilated egy 
tray when laid to remain un- 
checked and unbroken in the No. 
101 Kleen-Ezy Clean-Egg nest 
Large egg compartments are vent! 
lated from bottom for quick co0o.- 
ing of eggs; alr 
through a wire mesh floor. Egg 
compartment covers open automat! 


. oo ate on as 
circulates freely 


eally when perches are folded up 





close to nest for easy egg gathe 

ing without disturbing other birds 
on nest. Dropping trays are re- 
movable to _ simplify 
Nests are 


cleaning 
constructed of heavy- 
gage galvanized steel and are mite 
proof and lice-proof. Available in 
10-hole size only, nests are 11% in 
wide and 13 in. high inside, with a 
7%s In. opening. H. D. Hudson 
Mia. Co. 


For more data circle No. 26 on postcard, p. 5! 


Stove Mats in Color 

Pink and copper tones in three 
designs have been introduced to 
the Pro-Tex line of stove and 
mats. Pink is offered 
in Ripple, soft charcoal gray on 
pastel pink Sand, a 
pattern in pink and charcoal: and 
Linen, a pink. 
Copper include: 
Ripple design is toned copper with 
overprinted black: Sand is a blend- 
ing of pink and copper: and Dia- 


household 
background: 


woven pattern in 


combinations 


HARDWARE 





mond Copper has bright copper 
finish on an embossed diamond pat 
tern. Both colors and ali patterns 
8 sizes of stove and 
household mats. Ballonoff Metal 
Products Co. 


For more data circle No. 21 on postcard, p. 5! 


are available in 


Bait Casting Reel 
This fixed spool] bait casting reel 


atures natural thumbing for 





more exact line control. Ree] cOom- 


bines feature of both bait and spin- 


ning reels including stationary 


spool, no backlashes, anti-reserve 
and adjustable drag. 


protect line 


Carbaloy 
from wear on 
both cast and retrieve: ree] has 
steel, bronzes and 
It is de- 
with 4-8 Ib test 
monofilament line and casts a wide 
range of balt 


triple-plated 
heavy gage 


signed for use 


oi —s : 
aiuminum 


from 1/6 to 5/8 oz. 
priced to retail at $12 
Horroe ks-Jhbhbotson ( 0. 
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Ice] is 


Nylon Drawer Glides 

To help effect smooth operation 
of drawers, Nylslide 
guides set No. 2-111 
four units which may be quickly at- 
Nvislide 
which mini- 


nvion drawer 
consists of 
tached. Crown of allows 


minimum of 


contact, 
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y ) a 1 v * 
MiiZes iecsis ance 


and makes drawers 
slide easiel Lubr cation is not 
necessary, runners should not be 
sanded and glides are supplied with 
9/16 in. x No. 17 cement coated 
manufacturers attach 
Nvishdes with 


nails; some 
air-powered staple 
Other sets are available for 
different applications; set No. 2- 
111 retails for 39¢. Hardware De- 


(Hews, Ine. 


SY UTS. 
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Electric Jig Saw 
An all-purpose, self-powered jig 
saw added to the Dyno-Mite power 


tool line provides fast cutting 
speed through the slight forward 
pitch of the blade. At the same 


time, the base is tilted the same 
number of degrees to make an @xX- 
act right angle to cutting edge of 
blade. Blade thus bites deeper on 


each cutting stroke and draws 


from the work on 


strokes to 


away return 


provide greater chip 
blade 


drag. This No. 480 saw serves as 


clearance and less dulling 
jig saw, hack saw, coping saw, rip- 
saw, crosscut and keyhole saw; it 
curves and 


cuts straight lines. 





"ry 





s 


metal, 
Saws wood up to 1 in. 
thick 
universal AC or DC 25/60 cycle 


shapes in wood, plastics. 
thick, and 
metal %< in. This saw has 
motor, 115 or 230 volts, operating 
at 3,000 %%-in. strokes per minute. 
Saw is priced to sell at $44.95. 
Villers Falls Co 


For more data circle No. 24 on posteard, p. 5! 


Reel Type Lawn Mower 
Added to the 1956 lines, the 
Scotty WLK-18 popular priced reel 


type power lawn mower has a 2% 
np va cyl ne engine with rope 
starter, and a double-riveted, five 
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$3.50 Value Display Board 
with Americana Deal 





Show your customers you hove it with this 
clever stand-up display board, complete 
with New Americana hordwore 
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NEW AMERICANA 
is handsome. 

| hammered steel 

" hardwore, finished 
in “Stor-Brite” 

| Black, Antique, 

= Copper or 
Brushed Brass. 





2% 394—Americana Hammered Pull! 
x= 395—Americana Hammered Pull 





SEND FOR COMPLETE CATALOG TODAY! 


STAR METAL provucts © 


370 Butler Street, Brookly™ 
































Sold through wholesolers only 




















WHAT'S NEW 








® For more information 
on these products and 
services use free post 
card on page 51. 
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blade reel and chrome Molybdenum 
steel bed-knife. Other features in- 
clude height adjustment from ‘'. to 
combination clutch and 
throttle lever, floating handle sus- 
pension and all-steel construction. 
Reo Div., Motor W heel Corp. 


For more data circle No. 25 on postcard, p. 5!) 


; 


2% in., 


Manually Reversible Fan 


Added to the 1956 household 
electric fan line, the Twin- Twelve 
is manually reversible and de- 
signed to fit problem 
such as those with extremely wide 
sash. Fan will fit snugly into hanger 
straps supplied with it for case- 
ment or awning-type 
Reversing of fan 
lifting it out of hanger 
rotating it 180 degrees, and again 
hanging it. Twin-Twelve has two 
individually-motored 12-in. fans. 
both of which are governed by a 
single three-speed switch that 
moves air at 1,770 cu. ft. per min, 
at 2,700 cfm, or, at top speed, 
3,120 cfm. Fan is 32 in. in length 
and retails at $69.95. Lau Blowe 
Co. 


windows. 


windows. 
requires only 
straps, 


For more data circle Ne. 26 on postcard, p. 5! 


Automatic Waffle Baker 
Featuring the thermo-grid — a 

grid that also serves as a thermo- 

stat — this electric waffle baker 


58 





provides constant and uniform bak- 
ing heat. It is not 
baker to 
removed; 


necessary to 
wait for 
baker 
maintains continuous heat so that 
next batch ot batter may be poured 
immediately. 


waffle has been 


Round in shape, unit 
aluminum grids 
that are specially treated to keep 
waffles from sticking. Designated 
Model 2D2, baker has chromium 
plating and heat-resistant handles; 
it sells for $21.95. 
Products Div., McGraw Electric Co. 


For more data circle No. 27 on postcard, p. 51 


has heavy cast 


a. 
Aluminum Flower Boxes 
Made of Alcoa aluminum in a 
stucco pattern finish, 
or flower 


Carleo plant 
boxes may be used in- 
These  all- 
weather boxes are light in weight, 
leakproof, and do not rust, chip, 
crack or break. Boxes come 
with built-in drainage 


doors or outdoors. 


equipped 


ABA 
C os 


» 


* BS. ¥ 





plate of zine-coated steel. Avail- 
able in four sizes, 24, 30. 36 and 
12 in. Carlisle Mfa. Co.. Inc. 


For more data circle No. 28 on postcard, p. 51 


Large-Size Ice Bucket 


Made to hold a jumbo supply of 
ice cubes that can be kept solid 


reheat after 


Toastmaster 





for hours, the Ice Kaddie is made 
of ebony plastic outside. The 
bucket’s inside has white insulator 
liner and there is a_ brass-plated 
steel handle that may be removed 
for washing. Bucket is mo!ded 


high-impact styrene, which is light- 
shatter-proof. 


weight and Useful 





indoors and out, bucket has sug- 
gested retail price of $3.49. Tri- 
State Plastic Molding Co., Ine. 


For more deta circle No. 29 on postcard, p. 51 


Laying Cage for Hens 
Rectangular in shape, 36x60 in., 
the new Colony 
will house 15 to 20 light breed hens. 
Cages are especially suited for cold 


Type laying caye 





weather areas, since constant body 
contact helps birds maintain proper 
body temperatures without notice- 
able or sudden drop in egg pro- 
duction; individually caged hens 
require extra food to maintain 
body temperature. Model No. 315 
laying cage is 22% in. high in 
front, 18% in. high in back; length 
is 60 in.; width is 36 in.; and 
width with sloped egg tray, 46 in. 
The Oakes Mfg. Co., Ine., Sub- 
Food 
(Chemical Corp. 


Ss idia? of Mach ne ry XK 


For more data circle No. 30 on postcard, p. 51 





(Resume reading on page 13) 
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NEW ‘600’ SERIES Gabinet and Light 
available together... separately 


CUT INVENTORY! Keep stock in- 


vestment at a minimum! Buy Grote 
“600” Series cabinets and lights any- 
way you want ‘em... together or as 
separate units in odd lots. Order only 
as many of each as you think you'll 
need. With this kind of manufacturer 
cooperation you can tie inventory to 
sales forecasts . . . use space with 
maximum efficiency! 












Another 
Grote PACKAGE 
Special == 


-_— 





j 

| 7 
| i Paes Grote Model S-605 Bathroom Cabinet shown | 
: 2 here with new Overhead Fluorescent Light ‘ 

| Fixture, 27°4", has twin recessed cabinets, 
| and two 14” x 19” top-quality sliding door 


mirrors. Steel body is SEALTEN treated, : 
finished in gleaming white enamel. Cabinet 
frame is highly polished stainless steel. 


—y 


Grote’s new. single unit Model G-65 Over- 








— 


head Fluorescent Light fits all conventional 
cabinets or mirrors. ‘Two 20-watt “warm 
white” fluorescent tubes in fluted plastic } 








shade provide glareless overhead lighting. 
Chrome end-caps house convenient out- | 





Send for facts on Grote’s “600” let and switch. Wired to comply with Under- ' 
Series Cabinets-Lights and the com- writers’ Laboratories Standards. 
: plete “Bathroom Package”... 
| Sparkling **Glo-Chrome”’ 








Accessories, Finest Bathroom 
Cabinets. Convenient 
**One-Source”’ Shipping! 










Established 1901 


Grote Products Are 
Distributed By Leading 
Jobbers Everywhere 


GROTE MANUFACTURING CO., INC. 


Bellevue, Kentucky, opposite Cincinnati 
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pruners in 3 types, 6 grass hooks 
% types Zz 4 yrass cutters 2 


shears In 3 
G-44W sub- 


cutters for 


types and 12 grass 
Alternate unit 


weed 


types. 


stitutes grass 


cutters. Tools cover a broad price 
range and include new ladies’ 
models. Assembled stand is shipped 


In one carton, with all tools in an- 
other carton. A special newspaper 
advertising refund plan is packed 
with unit. Tru 


For more data circle No. 31 on postcard, p. 51 


i” mper Corp. 


Wrappers and Cartons 


Featured for the 1956 Hardware 
W eek promotion, two products are 
being presented in film wrappers: 
self-selling combination shipping 
and display cartons have also been 
The 


mop 


developed. 
“spaghetti” 
packaged in a 


Sponge-it wet or 
(illustrated is 
clear Pliofilm en- 


velope, printed in yellow and 


The Sparkle household 
broom is also packaged in a Plio- 


brow n. 





film envelope. Both mop and broom 
are packaged one dozen to a ship- 
ping-display carton, which has 
color imprint; cartons are easy to 
set up and require less than 1 sq 
{ft of soth products 
are specially priced to retail at 
$1.75 each through April, 1956. 
Or Fibre Brush Co. 


For more data circle No. 32 on postcard, p. 51 


fl or space. 


Illustrated Calendar 
Featuring the fast sailing ship, 
this 
1956 calendar is available upon re- 
without 


LRR3. 


“Governor Robie.”’ colorful 


quest and charge. The 


ship, built in was one of the 
ocean-going 


1921, it 


fastest in it class of 


’ 
VeSSe@ts Lost in 


Was re- 
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nowned for its speed in plying be- 
York and Calcutta and 
New York and Hong Kong. 
ican Mia. Co. 


Fer mere data circle No. 33 on postcard, p. 51 


Tween New 


Amer- 


Sprinkler Tips Booklet 
Illustrated in cartoon style, “How 
to Get Top Performance from Your 
Lawn Sprinkler” is a booklet which 
presents reasons why larger hose 
with modern 


Actual per- 


sizes should be used 
sprinkling equipment. 
formance figures on several sprin 


klers are included in the 


users determine their hose require- 
ments and watering time. An in- 


folder, 
which is designed to help sprinkler 


HARDWARE AGE, 








sert provides instructions on when 
and how to water lawns and gar- 
dens. L. R. Nelson Mfg. Co. 


Fer more data circle Ne. 34 on postcard, p. 51 


Cutting Tool Assortment 


Designed to meet hardware deal- 
ers’ requirements for cutting tools 
garagemen, farmers 
enthustasts, 
assortment 
23 1N. deep 


for mechanics, 
and home workshop 
the Tool Poo! I] 


measures 19 In wide, 


and 





) 


and 22 in. high Complete asSsort- 


sizes of high- 
drill 


dies. die 


; ;, ania 
ment includes 2% 


speed drills, 4 types of sets, 
10 sizes of taps, 7 sizes of 
stock, 2 sizes tap wrenches, 2 types 
of reamers, and 4 sizes of screw ex- 
tractors. Exterior metal case is In 
neutral gray baked-on enamel, and 
trays are vacuum-formed of bright 

Each tool 
niche in plastic 
and tools need not be 
Stand- 


vellow styrene plast 1c. 


fits in its own 
travs, 
screwed or clipped to travs. 
ard Tool Co. 


For more data circle No. 35 on postcard, p. 51 


Paint Roller Selector 
(ustomers may now come into a 


store and. witho 7 assistance irom 


a clerk, pick out the 


proper paint 










¢3 fant 
) ROLLER 

SELECTOR 
2° - Makes it easy 
to select the 
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wont to do their well Ri of home projects. "N@ we -" he y 
...cheaply...and, at the Fecal it the product with 1009 uses 7 f yy 
sam > efficiently. That’s why so many these Saturday craftsmen, F 
Mon CF&I-Clinton Hordwae » Yes, CF&I-Clinton Hardw fe Cloth o 

Versatile that it can be used / natural for amateurs—oandig 
javobly wide variety of i Foo. It’s easy to work.. ond ig be. 
reinforcement to bird ca Bond twisted \.ithout breaking ie the ges 
art do-it-yourselfers w 4 or other points. CF&I-Clin on | Hordy ure 
ey consider CF&I-Clint@m Cloth is galvanized afters _ for 
indispensable for many improved wear and corrosi@m resi tance. 
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TO HELP YOU SELL 


New Displays and Other 
Dealer Sales Helps 


roller cover to use on a w all surface 
by means of the Roller Selector, 
which is part of a display available 
for dealers. Selection is made by 
noting the type of wall surface and 
moving the wheel to the kind of 
paint to be applied; correct roller 
cover then pops up in indicator win- 
dow. Customer may then select one 
of the handles recommended on 
display board; assemble cover, han- 
die and tray from stocking bins; 
put set in a carton, which is part of 
the display; pay for his goods, and 


be on his way. Sales time is cut and 
more complete units are thus sold. 
Display takes 17x24 in., stands 56 
in. high, and comes free to dealers 
purchasing full display-load of 22- 
item, 113-piece stock. E Z Paintr 
Corp. 


For more data circle No. 36 on postcard, p. 51 


Knife Display Card 

Small space is used to display the 
Floatmaster sportsman’s knife on 
a card for dealers’ counters. Dis- 
play measures 8x11 in. and com- 
bines sales message with an actual 


te 


Master 
FLOATING KN 





- 
#9 i 
t=" 


knife in a leather sheath. Knife 
has cork handle and floats if 
dropped in water. R. Murphy Sons 
Co. 


Fer more data circle Neo. 37 on postcard, p. 51 


> 7 
Fishing Line Package 
As a merchandising aid for 
tackle dealers, a point-of-sale fish- 


62 





ing line package pops up spools of 
line for customer inspection. Dealer 
places box on counter, presses down 
on sides of package with one hand. 
and box top opens as two spools 
of line rise to top of box. Pop- 
open box is available in both two 
spool sizes. Mon- 
taque-Ucean City Rod & Reel Co. 


For more data circle No. 38 or postcard, vo 


spool and six 
Pushbroom Display 


Offered in colorful illustrated 
corrugated shipping cartons, a pair 





of pushbrooms—a Palmyra-bristled 


outdoor broom and a 


Tampico- 
bristled indoor broom—have been 
added to the series of display-pack- 
aged items. foxes slit open and 
may be quickly set up for immedi- 
ate use on selling floor. Uses 2"e 
described for customer in copy on 
Both 
brushes and boxes carry the Good 
Housekeeping Seal. 
Rrushes, Inc. 


Fer more data circle No. 39 on postcard, p. 5! 


outside surface of package. 


Empire 


Liquid Floor Wax 

Resistant to splashing and spill- 
ing, Stride liquid self-polishing 
floor wax protects like paste wax. 
Wax does not water spot, and buff- 


ing renews luster when floor be- 
comes scuffed and scarred; damp 
mopping to remove dirt improves 


gloss. Wax may be used on any 
type of flooring, including lino- 
leum, asphalt and rubber tile, 


sealed wood, vinyl, cork and ter- 


razzo. No rubbing is required in 


application of wax, which dries to 


bright shine in about 20 minutes. 
Product is marketed in round can 
with dripless spout. S. C. Johnson 
& Son, Ine. 


For more data circle No. 40 on postcard, p. 51 


Flashlight Merchandiser 
Five flashlights and a three-size 
assortment of batteries are included 





in the M-7000 merchandiser which 
requires 12 in. of counter space. 
Display is made of styrene plastic 
and colored in royal blue and rich 
ivory. All of the Handyman flash- 
light line, in different sizes, are held 
in the merchandiser—regular two 
cell. large three-cell and baby two- 
cell. Full selection of batteries are 
also included: size D regular, king 
size and baby C size. Batteries on 
display are pre-priced. Merchan- 
diser deal includes unit itself, six 
Handyman flashlights, and 96 of the 
three sizes of batteries listed above, 
plus special arrangement on No. 4 
king size batteries. Ray-O-Vac Ce 
For more data circle No. 41 on postcard, p. 51 


Merchandiser Display 
Designed for impulse selling and 
using color bodly, the No. 700 sec- 
tional merchandiser screw driver 
display is presented in two sections 
to provide dealers with a variety 
f uses. Mounting feet and hooks 
are supplied so that sections may 


be set up back-to-back, around a 
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Ride the 
Simonds Profit Train 
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Here’s a big money-making pack-_— Bits and “ Red Circle’ Shanks. ing Simonds Hardware Line right 
age 6 famous Simonds quality Each and every one’s a top away. Get details from your jobber 
lines: Si-Clone Saws, “‘Red Tang’’ _ profit, steady seller with one qual- or nearest Simonds Branch. 


Files, ““Red End” Hack Saw ity standard the highest* you 
Blades, Pulpwood (Buck) Saws, can get. So hop aboard for 
Crosscut Saws, “Blue Tip’? Saw _. greater profits. Start stock- 


SIMONDS 


| SAW AND STEEL CO. | 


Factory Branches in Boston, Chicago, San Francisco and Portiand, Oregon 
Caned on Factory in Montreai, Que., Simonds Divisions: Simonds Stee! Mill, lockper?, N.Y. — —« 
Heller Too! Co., Newcomerstown, Ohio DM 
Simonds Abrasive Co., Phile., Po., and Arvidae, Que., Canada ; cepa wh “ Seto 
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TO HELP YOU SELL 


@® For more information 
on these products and 
services use free post 
card on page 51. 


corner, side-by-side or in whatever 
arrangement suits dealer for coun 
ter, island, perforated board or wal! 
display. Supply of guides for cus- 
tomer use in selecting right screw 
driver and wall chart in color are 
included with the merchandiser, 
which has 80 screw drivers in a 
complete selection of popular sizes 
Bridgeport Hardware Mfg. Corp. 


Fer more data circle No. 42 on postcard, p. 5! 


Brush Merchandiser 

To encourage customer self-ser- 
vice, a Selecta-Brush merchandiser 
unit has been provided which adds 
color and while 
brushes are selected. Selection in- 


relieves dealers 
formation and price are clearly pro- 
vided on unit, which requires an 
1 l-in. 
space and is rotating. Merchandiser 
earries stock of brushes ranging 
from l-in. touch-up to 4-in. wall 
models. Usage recommendations are 
printed on chart just above hanging 
brushes, as well as on each brush 
envelope; holes are punched in all 
envelopes, which thus may be used 
on a variety of self-serve merchan- 
disers or on regular perforated 
displays. Merchandiger’s 
stock is made up of Exploded-Tip 
brushes of Tynex Nylon, which 
carry the Good Housekeeping Seal 


diameter circle of counter 


board 
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Merchandiser (Cat. No. 3925) is 
sent to dealers without charge when 
ordered with the standard stock ot! 
33 consumer brushes. The Wooste) 
Brush Co. 


For more data circle No. 43 on posteard, p. 5! 


Rental Circulars 
Two stuffers, 
able to 


in color, are avail- 
rental of floor: 
sanders and rug dry-cleaning ma- 


promote 


chines for hardware dealers, fo 
whom imprint space is available on 
each circular. Both 

(small business 
rental floor sander is promoted for 
do-it-yourself projects, and the 
ALM-13 floor maintenance machine 
is rented for rug dry cleaning. The 
American Floor Surfacing Machine 
Co. 


For more data circle No. 44 on postcard, p. 51 


Loose-Leaf Lawn Guide 


To aid in 


customer service, 
“ABC's of Lawn Preparation and 
Maintenance” has 


especially for use by 


been prepared 
dealers and 
provides answers to most questions 
about lawn building and mainte- 
nance. Loose-leaf catalog has lat- 


est factual information on lawns 


stuffers are 
single-sheet and sized to fit No. 7 
envelopes. The 





and lawn problems. Not for re- 
sale, the guide was written by the 
company in_ collaboration with 
Geoffrey S. Cornish, lawn and turf- 
grass authority of Amherst, Mass 
Color illustrations and tables on 
weed and insect controls are in 
cluded. Whitne y Seed Co., Ine. 


For more data circle No. 45 on postcard, p. 51 


Plastic Covering Stand 
Sell-O-Matic 


diser is available fo 


A metal! merchan- 


dealer dis- 
plays of Magic-Cover, a self-adher- 
ing Goodyear vinyl plastic for 
decorating and covering furniture 
Display is 15 in. wide, 14% in 
high, and features 


an assortment of 7? 


deep and 56 in 
cellophane- 
wrapped rolis of pre-priced Magic 
Cover, which 


retail at Re each 


W ood-grains, pearl-tone patterns, 


marble designs and texture-weaves 
Goodre? 


Home 


are offered in 1? colors. 
Prodi is 
Div. 


For more data circle No. 46 on postcard, p. 5! 


(orp., American 


Welded Aluminum Chain 


tequiring little or no mainten 
ance and light in weight, welded 
aluminum chain is now available 
in %, 5/16, *, sizes. 
non-magnetic, 
chain resists corrosion and is avail- 


and %% in. 
Non-sparking and 
able in color anodized finishes 
Working load welded 
aluminum chain is 60 pet that of 


limit of 


welded steel: its weight is 65 pct 
less than welded steel chain. The 
McKay f ‘) 


For more data circle Neo. 47 on postcard, p. 5! 
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Build impulse sales with TENITE POLYETHYLENE 


you get these advantages when buying 


Few customers can resist the demand to stop, admire Be sure 
plastic housewares. Always ask for items molded of 


7 


and buy housewares molded from Tenite Polyethylene. : 
Take the new idea in Frigid Midget ice cube trays, Tenite Polyethylene. You—and your customers — will 
made by Tremax Industries, Chicago, Ill. Tenite Poly- be glad you did. 


/ 
ethylene gives them their clean, lustrous appearance 


it makes possible the flexibility neeced for easy re- 
moval of the many miniature cubes 
What's more, Tenite Polyethylene keeps selling for 7 
you in your customer’s home. Housewares made from . ow & 
this durable material retain their luster, resist peeling HYLENE 
ind chipping—and keep your customer constantly re- an Eastman plastic 


minded that she made a smart purchase in your store. 


EASTMAN CHEMICAL PRODUCTS, INC., Kingsport, Tennessee, subsidiary of Eastman Kodak Company 
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Marshall-Wells Sets Up Financing Operation 
To Loan Dealers Funds for Store Expansion 


Marshall - Wells Co., Du- 
luth, Minn., hardware whole- 
saler, is setting up a finan- 
cial program to provide ex- 
tra capital for dealers to 
improve and expand their 
businesses. 

Zenith Investment Co., with 
Duluth headquarters and 
with H. J. Sobiloff, Marshall- 
Wells president, as its head, 
is the name of the new mi! 
lion-dollar corporation. 

Zenith will loan 
extra capital to expand their 
merchandise inventories, to 
modernize their present 
places of business, and to 
lease, stock, fixture and es- 
tablish new outlets. Loans 
will be repaid on a monthly 
basis, geared to the dealer’s 
sales so payments will be in 
relation to volume. 


dealers 


The program backs dealers 
in leasing locations where 
landlords want to do busi- 
ness with prime credit risks. 
The individual dealer, with 
Zenith financing, has this 
prime credit backing and can 
compete for locations. 

Loans and repayment 
schedules, Zenith officials ex- 
plain. will be ta'lored to the 
individual dealer, in accord- 
with the cupital the 
dealer has for modernization 
and expansion and his speci- 
fic needs. 


ance 


“Today's competition and 
capital requirements for even 
the small business are such 
that some financial 
tance is often needed,” Mr. 
Sobiloff points out. “We feel 
that the unique step we have 
taken will be of great help to 


assis- 


present and future fran- 
chised individual hardware 


dealers served by Marshall- 
Wells.” 

Marshall- Wells has 700 
franchised dealers in the 
United States and Canada, 
who own their own business 


66 


but participate in the com- 
pany’s group buying and ad- 
vertising program. 


Other officers of Zenith. 
besides H. J. Sobiloff as 
president and board chair- 


man are: M. M. Sobiioff, 
New York, and M. R. Twiss 
and H. A. Lynes, Duluth, 
vice-presidents; C. E. Madi- 
son. Duluth, secretary; New- 
ton B. Schott, New York, 
assistant secretary; B. Dud- 
ley Lathrop. Norwich, Conn.., 
treasurer: PF. N. Thompson, 
Duluth, controller and assis- 
tant treasurer. 


Brumm Elected EZ Paintr 
Sales Vice-President 


Arnold W. Brumm., former 


sales heen 


manager, has 








ARNOLD W. BRUMM 


Morley Bros. Moves Detroit Branch Warehouse 
To Suburbs and Holds 3-Day Grand Opening 


Morley Bros.,hardware 
wholesaler at Saginaw. Mich.. 
opened its new branch ware- 
house in Royal Oak, Mich.., 
a suburb of Detroit, late 
last month with a three-day 
grand opening for 
and suppliers. 


dealers 
The new warehouse takes 
the place of the forme) 
branch in Detroit. The move 
to the suburbs was made to 
get one-floor operating ef- 
ficiency on a site that offers 
possibilities for expansions. 
The new warehouse is on a 
main traffic highway con- 
venient to major truck routes 


} 


serving the Detroit area. 
area has 
116,600 sq ft of space and the 


othce 15.400 $q ft. The ware- 


The warehouse 


house is divided into three 
sections: storage for hard- 


ware, appliances and floo. 
coverings. Then there is a 
truck loading dock by the 


shipping office, and a service 
department for appliances. 

The office area has space 
fo. displays plus an audi- 
terium for dealer and com- 
pany staff meetings. 


Further details will be pub- 
lished in a future article. 


elected vice-president, sales, 
of EZ Paintr Corp., Milwau- 
kee, Wis. 

He has been with the firm 
for four years in 
capacities. 


Heitmann Co. Starts 
$1 Million Warehouse 


Construction of 2 new $1 
million warehouse-office was 
started late last month in 
Houston, Texas, for the F. 
W. Heitmann Co., hardware 
wholesaler. 

The new plant will contain 
about 160,000 sq ft of area, 
on a 10% acre site in an in- 
dustrial area. The new plant 
is part of the company’s de- 
velopment marking its 90th 
year in business. 

The warehouse area will be 
a one-story building, about 
500 ft long. There will be a 
mezzanine floor for the of- 
fices, merchandise mart and 
sporting goods stock. Each 
aepartment will be connected 
by an inter-com system and 
pneumatic tubes to speed fill- 
ing of orders. 

The new warehouse will 
nave facilities for quick ser- 
vice on will call orders. There 
will be a will call loading 
area adjacent to the air-con 
ditioned will call department. 

Other features include a 
cafeteria, free coffee bar. and 
a one acre parking lot for 
customers and employees. 


various 


The new plant is scheduled 
for completion in the late 
summer. 
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John Finnegan Now With 
Supplee-Biddle-Steltz 


John Finnegan has joined 
the sales force of Supplee- 
siddle-Steltz, hardware 


JvuHN FINNEGAN 


wholesaler, Philadelphia, Pa. 

He was with Masback, Inc., 
for 23 years, before joining 
I’. K. Tryon in 1950. 


Chamberlain, Molchan 
Promoted to Managers 


Effective Jan. 1, Rodman 
W. Chamberlain, Jr., and 
Joel Molchan, sales represen- 
tatives for Stanley Tools, 
div., the Stanley Works, New 
Britain, Conn., will be trans- 
ferred to New Britain to be- 





DEALER BRIEFS: 








come product line manager. 
Mr. Chamberlain was sales 


JOEL MOLCHAN 


representative in the Wiscon- 
sin, Minnesota, and 
(‘Continued on page 68) 


uppel 


New Stores At Hoyt Lakes, Minn., Corpus 
Christi, Texas; Publisher Opens Store 


Hoyt Lakes, Minn.—-Hoyt 
Lakes Merchantile Co. 
opened a new hardware store 
late last month in a shopping 
center. Hoyt Lakes is a new 
community created to serve 
people from a nearby tacon- 
ite plant and mining opera- 
tion, and eventually will have 
a population of 5000. The 
store is 75x40 ft and there is 
room for expansion. The store 
was planned and stocked, and 
merchandise programs set 


up, by Kelley-How-Thomson 
Co. Duluth, Minn., hardware 
wholesaler, and the Minne- 
sota Retail Hardware Asso- 
ciation. (See picture, right.) 


HARDWARE AGE, 


Corpus Christi, Teras 
Joe Weil opened the new Joe 
Weil Hardware and Sporting 
Goods store at 3844 Lexing- 
ton Blvd. recently as part of 
the South Park Shopping 
Center. He moved from a 
smaller store into the 4500 
sq ft operation. 

Reno, Nev. Carl Shelly, 
publisher of Sparks Tribune 
and owner of the Home Mart, 
will operate the Village Hard- 
ware store. Manager for the 
2400 sq ft store is Jack King. 
The store is open from 9 to 
9 with a check-out counter 
featured. 

(Continued on page 7) 
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Hardware Store Serves New Mining Community 


Shapleigh Hardware Sold to Cleveland 
Group; Present Staff Will Be Retained 


Sale f Hard 
ware Co.., W holesaler of St 
Louis, Mo., to Harold (¢ 


Schott and assoclates of 


Shapleigh 


Cleveland, has been proposed 
by the board of directors of 
Lire company. 

A. Wessel Shapleigh, pres 
ident and chairman of the 
beard of directors of the 112 
year old firm, has announced 
that the directors have 
agreed to sell all their stock 
and the stock of their imme- 
diate families to Mr. Schott 
at $67 a share. 

Arrangements have been 
made to enable other share- 
holders to sell their stock at 
the same price. 

The offer to purchase these 
shares contingent upon 
having at least 60 percent of 
outstanding shares, exclusive 
of the holdi gs of the direc 
tors, offered for purchase. 

Mr. Shapleigh has reported 
that it is the intention of the 
Schott group to continue to 
operate the business and to 


gt 


Robert F. Petolleti, center, manager of the new Hoyt Lakes 


retain the present Shapleigh 
staff. 

Mr. Shapleigh alsc stated 
that he and A. Lee Shap 
leigh, Il, would continue with 
the firm under the new own 
ers. 

In announcing the decision 
of the directors, Mr. Shap 
leigh said that the wholesale 
firm had the highest regard 
for Mr. Schott and his asso 
clates. 

“They are cognizant,’ M 
Shapleigh said, “of the need 
of the company for mor 


modern facilities which 
would make possible’ im 
proved service to dealers. W: 


are looking forward to th 


future with confidence.” 


Central States Club Will 
Hold 18th Annual Dinner 


Central States 
Club will hold its 
annual dinner and meeting, 
Monday, Jan. 23 in the 
grand ballroom, LaSalle Ho 


; 


tel, Chicago, I}! 


Hardware 
eighteenth 






Mercantile Co. hardware store. Hoyt Lakes, Minn... checks 


some plans with Robert E ld, left, merchandise: with Kelly 


How-Thomson Co., 


Duluth, 


Minn., wholesaler. and Ted 


Nelson, right, with the Minnesota Retail Hardware Associa 


tion. 
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MAGIC. ..or MERIT? 


No mystery about the sales success of 
the RUGG-ed line. Rugg mowers stand 
on their own wheels when it comes to 
quality and features customers want most 


. . . for they are features that give more 
for mower money. 








Why not investigate the profit -possibil- 
ity of adding Rugg to your line today? 
You'll find your profit chart will fare far 
better tomorrow. 


ROTARY © REEL® HAND 


Cail your jobber 
for the complete 
story. Or write 
direct to the 

E. T. RUGG CO. 








THE E. T. RUGG COMPANY 


Newark, Ohio ° Manufacturers since 1883 














News of the Trade 


Edmund Orgill Becomes Memphis Mayor Jan. 1; 
Joseph Orgill New President of Orgill Bros. 


Memphis, Tenn., gets a 
new mayor Jan. 1 and he is a 
hardwareman. 

The new mayor will be Ed- 
mund Orgill, who until his 
recent election was president 
of Orgill Brothers & Co., 109- 
year old hardware wholesale 
firm. 

Mr. Orgill was drafted by 
friends to run for mayor and 
climaxed a driving campaign 
by an overwhelming victory. 
The 86,370 votes cast was a 
record for a Memphis city 
election, and 52,177 of thes« 
votes were for Mr. Orgill. 

The new president and 
treasurer of Orgill Bros. is 
Joseph Orgill, Jr.,. who was 
secretary -treasurer of the 
firm. Kenneth W. Orgill has 
been elected secretary. Fred 
Orgill and John W. Morris 
continue as vice-presidents. 

Joseph Orgiil has been 
with the company since 1927. 
He has worked in all depart- 
ments of the firm. His latest 
assignment was supervision 
of construction and operatio: 
of the new warehouse (see 
HARDWARE AGE, April 15, 
1954, page 104 and April 29, 
1954, page 104 for details of 
the warehouse). 

Edmund Orgill joined the 
firm after graduation from 
college. He has been a com- 
munity leade:’, interested 
civie and religious affairs. 

An announcement to Orgil! 
customers regarding the new 
officers made by Edmund Or- 
gill contains this statement: 

“It is my feeling that Or: 
gill Brothers & Co. is in the 
best position in its entire his- 
tory to serve you well and it 
is on this basis that I solicit 
your continued and increas- 
ing patronage and friendship 
for the company.” 


Angaster Starts Water 
System Advisory Service 


Herbert C. Angaster has 
opened an office for advisory 
service for manufacturers, 
distributors, and trade asso- 
clations in the water sys- 
tems, implement, plumbing 
and well-drilling fields. 

He has been executive sec- 


| retary to the National Ass’n 


of Domestic & Farm Pump 


| Manufacturers for 23 years 
| His office is at 219 Woodland 


| Rd., Highland Park, III. 
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EDMUND ORGILL 


—— | 


Rich Is Atlanta Manager 
Landers, Frary & Clark 


Stephen W. Rich is named 
district manager, Atlanta, 





STEPHEN W. RICH 


Ga. territory, Universal div.., 
Landers, Frary & Clark. 

R. L. Anderson is deale) 
development epreserntative, 
Dallas, Texas. 

Mr. Rich succeeds Robert 
Beatty, resigned. He was 
with MeGraw Electric Co. 


Bigelow & Dowse To 
Hold Dealer Show 
Jan. 29-31 


Bigelow & Dowse Co., Bos- 
ton hardware wholesaler, wil! 
hold its annual dealer hard- 
ware show Jan. 29-31. 


Chamberlain, Moichan 


(Continued from page 67) 
Michigan territory. He will 
be product line manager of 
measuring tovis., 

Mr. Molchan was Missouri, 
Kansas, Nebraska, Colorado 
and Wyoming sales represen- 
tative. He will be product 
line manager of screw driv- 
ers and industrial! tools. 
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Skil Elects Downey 
Sales Vice-President 


William K. Downey has 


been elected to vice-president 
in charge of sales, Skil Corp., 
Ill. 


replaces 


Chicago. 


He Paul Watts, 








WILLIAM K. DOWNEY 


branch 
lran- 


who has been made 
manager of Skil’s San 
Calif... office. 


Downev was as 


CISCO, 
Mr. 


+? " 
’ ~ - 
LU) eee © | 


sistant 
president, Bolton 
Sullivan. 


Mr. Downey h divided 


as 

Skil sales into five depart- 
ments. William H. Ferry re- 
mains as sales manager for 
industrial tools. and Carl D. 
McWade is the director of 
advertising. 

New appointments are Ro 
bert P. Melius, sales man- 
ager, wholesale tool] line: 


John C. Fenner, order opera- 
manager: and E 


rmandt, branch 


Lions 
J. Ne 


a . 
ions 


iward 
opera- 


manager. 


Estwing Names Taylor 
New Sales Manager 


David A. Taylor has been 
appointed sales manager for 
the Estwing Mfg Rock- 


ford. [}] 


4e 


L2.. 


He had been merchandising 


i x 
Ps il 
> 





DAVID A. TAYLOR 


ad- 
sales 


for a Chicago 


vertising agency, and 


HARDWARE AGE, 


News of the Trade 


DECEMBER 


promotion manager for Gates 
Rubber Co., Denver, Col. 


Eagle Lock Elects 
Regan and Szamier 

The 123-yvear old 
Lock Co., Terryville, Conn.., 
has changed its name to 
Fagle Lock & Screw Co., for 
clearer definition of its prod- 
ucts. 

With the change, plans fo! 
expansion have been efiected. 

John Regan, general sales 


Eagle 


JOHN REGAN 


} ‘ } 
i@Cc leu 


of 


manager, has been e 


vice-president in charge 
sales. 

Vincent H. Szamier, form- 
er works manager, is the 
vice-president in charge of 
manufacturing. 


Hardware Sales Veteran 
Williams Will Retire 


Floyd D. Williams, a sales- 
man for John Pritzlaff Hard- 
ware Co., wholesalers of Mil- 





FLOYD D. 
Wis., 


WILLIAMS 


waukee, will retire 
Jan. l. 
He has 


for 36 


on 


salesman 
the last 10 of 
which with Pritzlaff. 

He will farm and travel in 
retirement. 


been a 
years, 
were 


Hancock Names Manager 


Hancock Philade! 
phia, Pa., has appointed J. S. 
Hovnanian 
manager 


{0} p., 


as nationa! sales 


22, 


1955 








“A Good Line 
to Handle”’ 


GRIFFIN 


SHELF HARDWARE 





Cat. #R240 
Wrought Steel Butts 


When it comes to any item in shelf 





hardware . .. mending plates, flat 
corners, corner braces, strap 
hinges and T hinges (light or 
heavy), safety hasps, shelf brack- 
ets, or what have you you ll 
find your fellow dealers saying, 
“We like to handle the Griffin 
line.” You buy in any selection 
your customers want... and you'll 
find Griffin gives good service, 
never cutting on quality. You'll 
find your wholesalers like every- 
thing about the firm’s policy 
and you'll find your customers like 
the Griffin products. 











A full line of Wrought Steel 
Butts and Shelf Hardware. 


GRIFFIN 


“since 1899” 


MANUFACTURING CO. ERIE, PA. 
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New appointments, new territories, etc. 


MANUFACTURERS SALESMEN 


-_-—-- 
—— 


Diamond Black Leaf 


George R. Williams is the 
sales and service representa- 
tive for the Ohio area of Dia- 





GEORGE R. WILLIAMS 


mond Black Leaf Co., Cleve- 
land. He was a salesman for 
H. D. Hudson Mfg. Co., Chi- 
cago, Ill. 


Minnesota Mining 


Minnesota Mining & Mfg. 
Co., St. Paul, Minn., has pro- 
mo*ted three men to new sales 


—_— 


Robert D. Vroom 


Robert Douglas Henry 
Vroom, 83, retired official of 
H. L. Judd, subsidiary of the 
Stanley Works, Wallingford, 
Conn., died Nov. 24 at Staten 
Island Hospital, Tompkins- 
ville, N. Y., after a two-year 
illness. He retired last year 
as vice-president, secretary, 
and director of the Judd firm. 
A 66-year veteran with the 
firm, he began as an office 
boy. At his retirement he 
had been a vice-president for 
20 years. 


Arthur M. Pope 

Athur M. Pope, a salesman 
for Sargent & Co.. New 
Haven, Conn., hardware 


manufacturers since 1927, 
died Oct. 13 while covering 
his territory in the New York 
metropolitan area. He was a 
charter member of the Amer- 
ican Society of Architectural 
Hardware Consultants. 
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positions. All have been with 
the firm at least 8 years. 
Willis C. Rech is the cen- 


tral region supervisor for 
hardware-paint, industrial, 
and automotive trades. He 


was a salesman in the Omaha 
area. 

John A. Reese is Chicago 
branch industrial sales man- 
ager. He was St. Paul., 
Minn., branch sales manger 

Harry J. Hamm, Jr., for 
merly in industrial sales at 
Chicago, Ill., is the St. Paul 
industrial-hardware sales 


manager. 

Bennett-lreland 
Sennett-Ireland, Norwich, 

N. Y., has named Roger 


Brownyard and William E. 
Yetter in sales territory re- 
alignment. 

Mr. Brownyard, former 
western New York area 
salesman is transferred to 
the Pittsburgh, Cleveland, 
Youngstown territory. 

Mr. Yetter is the represen- 


tative for western New York 


OBITUARIES 


C. B. Sattler 


C. B. Sattler. saies training 
director for F. E. Myers & 
Bro. Co., Ashland, Ohio, and 
an employee for more than 
50 years, died of a heart at- 
tack on Dec. 3. He was the 
author of “Farm and Home 
Water Supply Manual,” and 
articles 


many on water SVs 
tems. 
J. D. Martin, Sr. 

J. D. Martin, Sr., 82, past- 


president of Texas Hardware 
& Implement Association, 


Dallas, Texas, died on Nov. 
18 at his home in Bryan. 
Texas. He was one of few 


men to ever serve two terms 
as president of the associa- 
tion. 


Paul D. Swift 


Paul D. Swift, 78, founder 
and manager of I. E. Swift 
& Co. Hardware, Houghton, 
Mich., died Oct. 24 at St. 


~~? 
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and Erie, Pa. areas. He was 
district sales manager for 
Anima! Foundation, Inc. 


Pittsburgh Glass 


John W. Thomson has been 
promoted to manager of 
Pittsburgh Plate Glass Com- 
pany’s Akron, Ohio, distriw- 
uting branch. 

He was assistant manager 
of the Chicago branch. H:« 
succeeds Edward Libal. who 
resigned after 44 years’ ser 
vice. 


Oliver fron and Stee! 


John H. Fulford, Jr., has 
been named district sale: 
manager for Ohio, by the 
Oliver Iron and Steel Corp.., 
Pittsburgh, Pa., in 
several appointments. 

Kenneth A. Yeager is the 
Ohio sales representative. 

W. W. Stewart has 
named assistant to presiden' 


one oOo} 


beer 


du Pont de Nemours 


Henry C. Andersen has 
ioined the Chicago, Ill., gar- 
den chemicals sales force of 
E. I. du Pont de Nemours & 
Co. of Wilmington, Del. 

He had operated his 
at New Castle, N 


OWT 


H. 


store 





Joseph Medical Center. He 
established the business in 
1900 and had managed it un 
til his three-week illness 


Christ Mandel 


Christ Mandel, 73, founde) 
of Mandel Hardware & Ap- 
pliance Co., Waterloo, Ohio, 
died Oct. 27 after a seven- 
month illness. He retired in 
1940, and left the operation 
of the business to his sons. 


Robert D. Ellis 


Robert D. Ellis, 65 35-vea: 
owner and partner in the 
Kiester Hardware, died Oct 


> at his home in Lake Mills. 


lowa. The business he owned 
became a partnership in 1946 
He had been il! 
vears. 


Maurice J. Berkson 


Maurice J. Berkson, vi 
president and sales manage) 
of 
Chicago, Ill., died 
at his Highland Park, II! 
home on Nov. 26. 


Harold T. Craig 


Harold T. Craig, 58, owne) 


of Craig and Sons Hardware. 


, 
. > vs 
for thre 


Columbia Fastener Co.. 
suddenly 


HARDWARE 


Inland Steel 


Milcor Div., Inland Steel 
Products Co., Milwaukee, 
Wis., has named Roy C. Tu- 
nelius general sales repre- 
sentative for northern Indi- 
ana and southwestern Michi- 
gan. 

He was with A. B. 
Co. at Chicago. 


Washburn Co. 


The Washburn Co., Worces- 
ter, Mass., has named Robert 


Dick 





H. Meehan to its Chicago 
ROBERT H. MEEHAN 

lll., sales office, Rockford D)- 

vision. 


salesman for 


Paint Co 


He was a 
Sherwin Williams 





died Nov. 15 in a hospital in 
his home city, Tacoma, Wash. 


He established his store °30 
years ago. 
Jack Boretz 

Jack Boretz, 63. genera! 


manager of Anthracite Sup- 
ply Co., Wilkes Barre, Pa.., 
died suddenly after a brief 


iliness. at the Wilkes Barre 
General Hospital 
Alfred H. Cade 

Alfred H. Cade, 77, forr r 


Star City, Ohio, hardware 
merchant. died Nov. 1 at his 
home in Miamisburg, Ohio 


Joseph Levitt 


Joseph Levitt, 62, co-owner 
of Levitt Hardware and Auto 
Accessories Co., Royal Oak, 
Mich., died recently at Uni- 
versity Hospital, Ann Arbor, 
Mich. 


John B. Harris 
John B. Harris, 79. a 50- 


vear veteran in the hardware 
business, died recently at his 
home in Kawkawlin, Mich.. 
after a two-month illness 
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National Hardware Show Returns to New York 


For 1956 Showing At Huge, Modern Coliseum 





The 1956 llth annual Na- 
tional Hardware Show will 
return to New York City’s 
Coliseum on Oct. 1-5. 


The Coliseum, the newest 
and largest exhibition build- 
ing of its kind, is on Colum- 


bus Circle. 
Until 1953. the Show was 
held at New York’s Grand 


DEALER BRIEFS: 


(‘Continued from 
Sacramento, Calif.—Shor 
rock's has opened 
its third branch at the Arden 
Piaza Shopping Center. The 
6000 sq ft features 
sporting 





page 67) 


hardware 


store 


goods, housewares, 


plumbing, and garden sup 
plies tobert Pp Shorrock, 
Jr.. is the manager. The 
firm was founded in 1878 
All three stores are in the 
Sacramento area 

Rushville. Ind. Retail 
hardware men and their 


attended 
dinner meeting 
sponsored by the Indiana Re 
tail Hardware Association at 
the Durbin Hotel. Edward 
Kuntz, assistant dean, schoo! 
of business, Indiana 
“Plus 
Rinker 


association, spoke 


salespeople recently 


an annual 


Univer 
sity. spoke on Saies 


Thurman E 


dent of the 


presil- 


on merchandising hardware 
Birmingham, ila Aller 


te W ood rece! tly opened his 


do-it-vourself Super Shop at 
Rth Ave. and 13th St I? 
two 6000 sq ft buildings, d 
t-vourself pattern ind 

bbv lumber. builders’ hard 
ware, and wallpaper are fea 
tured. Extensive lines of ur 
finished furniture are wn 
There is parking space fo 
120 cars 


HARDWARE AGE, 
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Central Palace. In 1954 and 
1955 it was held at Chicago's 
Navy Pier. 

The has 
sq ft of display space, 9 large 
elevators, 7 
lators, and large crate-stor- 
ing areas. Advance requests 
for space exceed any of the 
10 previous shows 


Coliseum 200.000 


reversible esca 


Rice 
opened 
the site 


Hammonton, N. J. 
Hardware recently 
on Bellevue Ave., on 
of the original Rice Hard 
ware of 30 years ago. The 
nodern store features house 
and sporting goods, 
and unusually bright and va 


wares 


ried interior coloring. Ove 
$2000 in prizes were give! 
during the opening lay’s 
cvents. 

Lewis, Kan.—John Graff. 
former part owner of Van- 
derree and Graff hardware, 
has bought full interest n 
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the firm. It will now be 
known as the Graff Hard- 
ware. Business policies will 


net be changed. 


Pittsburgh, Pa.—The third 
generation of the Klauss 
family recently opened the 
new Scarborough and Klauss 
Hardware Co. at 3447 Forbes 


St. The original store was 
established at another loca- 
tion in 1890. Opening spe- 


ials, door prizes, and refresh- 
ments were part of the open- 
‘ng celebration. 


F'la.- 


Crowder, 


Sarasota, John and 
brothers, 
have gone from general co! 
tracting into the hardware 
business. They opened the 
Crowder Hardware recently 
with self-service featured 


Chester 





They are open trom 


’ try ; 
daily, featuring housewares 
and fishing equipment. 
Statesville, N. ( Forma! 
opening of Hadley Hardware 
Co. was held recently with 
a three-day event that in- 
cluded many prizes and free 
refreshments. Gifts, toy 
and housewares 
in the completely 
operation. 


stoc ked 
remodeled 


are 


Schenectady, ae 
first self-service hardware. 
Shoporama, in the area 
opened recently on Altamont 
Ave. It is a branch of G. F 
Van Vorst Co., Scotia It 
has a check-out service sim 
lar to super markets, and 
housewares, t 0 \ 


lhe 


features 


and laundry equipment 








For its 1955 participation in the local Christmas Parade 
held Nov 25. Danville (Va ) Hardware Co showed a 
variety of wheel goods on its float. Animation was provided 
by a large jack-in-the-box. The float reminded spectators 


of the firm's large 52-week toy and wheel goods department 


Washington Steel Celebrates 10th Anniversary At Tacoma Plant 






10th ann 


Steel Produ< ts . 


(‘ombined 
In« 
and Hawall attended 


The 


1955 





burlde s 


WASHINGTON STEEL PRODUCTS. INC. 


ee meee 2 


: 
‘ 
. 
. - 
al 


~ ~ 


a 


‘e 
: 


firm 


ha rdwa re 


began in 


versary ana Sth annual sales meeting were celebrated at Washington 


| as oma, W ash 


; plant. F as tory rcpresentatives trom the US , Lanada 


1945 with five employees 
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Year-End Forecasts, Business Reports Indicate 
Continuing High Rate of Prosperity Into 1956 


Continued jrom page 1|4 
creased outiays for business plant 
and equipment provided two of the 
behind the poom. 


Digwest tactors 


the government noted. Record in- 


come and the liberal use of credit 
buoyed consumer purchases, while 
higher plant expenditures reflect 


growing pressure of demand on 
present capacity, the report shows. 

“By early November, the auto- 
mobile industry was virtually back 


in full 


:-tated. 


production,” the office 


“Firms manufacturing 
producers’ durable equipment have 
been receiving a growing volume 
of new orders 

“Steel operations, in response to 
metal-using 


record volume 


the rise in output of 
industries, were at 
in October, and represented 98 per- 
cent of the 


Indust rv's rated ca- 


pacity at the beginning of the year. 


Industrial Production 
Stays High in October 


Industrial production during Oc- 
tober equaled the peak September 
figure, after seasonal adjustments, 
the Federal! 
ports 

The production index for the 
latest month stood at 142 percent 
of the 1947-49 average. In October, 
1954, the index was at 126 percent. 

The Federal Reserve noted that 
“production, employment, incomes 
and retail sales were at exception- 
ally high 
early November.” 


Reserve Board re- 


levels in October and 

The report shows some dips in 
new construction awards, with new 
housing starts in October esti- 
mated at about the September an- 
nual rate of 1.2 million. 
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Consumer Mailers 
New Wholesalers’ Aids 


for Dealers’ Use 














Shapleigh Offers Dealers 
Winter Sale Circular 
Dealers are offered the “Lucky 
7” sale circular for January and 
February by Shapleigh Hardware 
Co., St. Louis, Mo. 
The sale is supported by a 103 


piece kit with point-of-sale mate- 


DEALER'S NAME 





Sema Gime Gi WOODEN WARE VALUES \ 
> (OUR CHOICE 77° \ 


ep eeees POTS ‘o's fee 


rials such as window valances, side 


streamers, pennants, and price 
cards. 
The sale circular is a 4-page, 


newspaper-size color issue featur- 
ing 80 items. Dealers names are 
imprinted on them. Mailing may 
be handled locally, or directly by 
the printer. Price range is from 
17¢ to $11.77 for housewares, ap- 
pliances, tools, electrical supplies, 
and many do-it-yourself items. 
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Winchester-Western Lauds 
Firearm Credit Selling 

A credit sales plan, with no finan- 
cial risk to dealers, has increased 
sporting firearms sales greatly, re- 


orts J. T. Boone, sales manager, 
} 


Winchester - Western Div., Olin 
Mathieson Chemical Corp., New 
York, N. Y. 

At the end of five months, there 


were 36,000 dealers selling on 
time, he reports. 
“We were confident,” Mr. 


said, ““‘when we announced the plan 


Be one 


that credit buying could be applied 
The re- 


action proved we were right.” 


to rifles and shotguns. 


Hamilton Seeks Damages, 
Permanent Injunction 

The household division, Hamilton 
Mfg. 
announced that it has filed suit 
Mart, Ine., 123 
Hartford, Conn 
damages, and a 


Corp., Columbus, Ind., has 


against Shoppers’ 
Trumbull St., 
seeking $10,000 


temporary and permanent injunc- 
tion restraining sales at less than 


fair trade retails. 


Department Store Sales 
Increase 6 Percent 


Department store sales in the 
United States during the week 
ended Nov. 19 climbed 6 percent 
over volume for the like 1954 


period, announces the Federal Re- 
serve Board. 
also for the 


ended Nov. 19. 


Sales were up 6 per- 


1-\W eek 


cent 


period 


A detailed breakdown of store 
sales follows: 
iy } 


- _ aa 
Business Failures Down 
Rusiness failures in the 
ended Dec. 1 were 209, or nearly 
fail- 


week 


6 percent less than the 22] 
ures in the same week last year 


Vacuum Cleaner Price Rise 

Westinghouse Electric Corp. has 
increased the price on the F-12 up- 
right vacuum cleaner to $79.95 
from $69.95. Other vacuum cleaner 
models are unchanged. 
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STANDARD CAN OPENER retails from $2.49 AUTOMATIC CAN OPENER retails from $3.49 











CABINET CAN OPENER retails from $8.95 TABLE ICE CRUSHER retails from $8.95 


voi gyee fee “ : 


Seasons best from Swing:A'Way 


FIRST IN SALES Swing :A-Way 


BECAUSE IT’S FIRST IN VALUE! 


SWING-A-WAY MANUFACTURING CO ¢ St. Lovis 16, Missouri «+ in Canoda: Fox Agencies, Port Credit, Ontario 
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“ECONOMY” 
50 ft. only $3.98 


25 ft. only $2.69 


Transparent Virgin Vinyi—in a rich green eye- 
catching color 


Reattachable Coupiings —the only low-priced hose 


with this important feature 


5- Year Guarantee — an outstanding sales point 
in this price range 








Here's your traffic-builder in garden supplies 
Ask your Suppiex jobber for full details. 
Feature Supplex in 1956. For complete line 
and big 1956 promotion see pages 38-39. 
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Year-Round 


DOUBLE-DUTY 


Profit-Maker 


Gre aphited ' 


Lock FLUID 


Graphited LOCK FLUID 
. eh . iT for, lo« k 


repairs 


and pre-treating/ new locks for 
longer life ; 


: SELL ai in $-o7 Bigue or 
Stream ‘9c can for best pro 
Temeliieeaitiilia@ilie ali alle © 
img. or freezing all climates 
Slatiwameiatii:Mmmaisis jobber 


American Grease Stick Co. 
Muskegon Michigan 
Me 


“101e) me Se. 
> or 


i ef 











Dealers Offered Details 
Of Magazine Contest 


A January issue of Better Homes 
& Gardens magazine will offer de- 
tails of a contest for 1956 which 
offers $25,000 in prizes for excep- 
tional home improvement. 

The contest has four sections. 





Prizes will be given for exteriors, 


kitchen 
additions to 


interiors 
areas), 
homes, and kitchen or utility areas 
Prizes range from $100 to $2500. 
Entry blanks will be carried in 
the magazine all year, and will also 


(excepting 
enclosed 


be advertised as being available at 
hardware dealers All consumers 
who mail in blanks wil! receive a 
32-page “Contest Ideas’ booklet, a 
final entry form, and a booklet con- 
taining manufacturers’ literature. 

The contest offers dealers and 
manufacturers an opportunity to 
tie-in the national promotion with 
their own advertising. 


First Reports of Gov't. 
Retail Trade Census In 

The first preliminary reports of 
the U. S. Dept. of Commerce, Cen- 
sus Bureau, 1954 
census are coming in. 

North Carolina is the first state 
reported. The hardware, lumber, 
building farm 
equipment group sales in that 
state were $245 million in 1954, 
as compared with $186 million in 
1948, an increase of 31.7 percent. 

Retail sales of all stores were 
$3,231 million in 1954, an increase 
of $989 million over the last cen- 
sus year, 1948. This volume rep- 


. =. - 
retali trade 


materials. and 















































resents a 44 percent increase in 
six years. 

In its second report, Dept. of 
Commerce figures for Maryland 
show a total retail sales volume of 
$2,684 million in 1954. This is a 
gain of 43 percent over the $1,872 
million figure of 1948. 


Credit Business Boosts 
Sales to $405 Billion 


A continuing growth of consumer 
Herbert R. 
Silverman, chairman of the Na- 
tional Commercial Finance Confer- 
ence. 


eredit is forecast by 


“If government adopts the right 
policies and if business, particularly 
the financial industry of which we 
are a part, pursues responsible polli- 
cies,” he says, “we could easily 
have in 1956 a total of business ac- 
tivity between $400 billion and $405 
billion.” 


Sears Roebuck Expects 
10 Pct Gain For Year 


coebuck & Co., the na- 
tion’s largest mail order firm, ex- 


Sears 


pects sales in its fiscal year ending 
Jan. 31, 1956, to run 10 percent 
ahead of the record $2.965 bullion 
recorded the previous year. 

Pres. F. B. McConnell notes that 
volume for the 9 months ended Oct 
31, 1955, was 12 percent ahead of 
the like 1954 period. He predicts 
that business conditions will re- 
main at their current level at least 
until next fall. 


Machine Tool Orders 
Highest Since 1952 


Machine tool orders in October 
totaled $103 million, the biggest 
amount for any month since July, 
1952, according to the 
Machine Tool 


Lion 


Nationa! 
Builders’ Associa- 

This compares with $61 million 
in orders for September and with 
$44 million for October of last 


year. 


Jobless Claims Drop 


The Labor Dept. announces that 
initial jobless pay claims decreased 
by 6900 during the week ended 
Nov. 12 to reach 186,400. One year 
earlier, these claims for state un- 
employment pay totaled 247,100. 
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is ZONES ro be 4 banner year 
jooking dealers who stock and promote 
rhe CRESCEN?! line. New cools are coming, 
new displays are ready, new advertising 
and sales promotion is _cheduled. 
W atch this space each month for the 
ews 10 years. 
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Buy 


and you 


...sell more with 


hand rool 1 
Crescent, «tock Crescent, 


\l 


H. I . a 
ik ) \ iR « ad < 












































7" 
4 
; 
: 
4 
: 
: 
4 


es 


NORWOOD, MASS. 
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And all the 32 Service Unit Operators 
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Promotions 


Manufacturers’ New 
Merchandising Plans 


Photomurals Offered 
in New Delta Bulletin 


A series of giant action photo- 
murals for dressing up power tool 











displays, and for use in covering 
bare walls with selling aids, is 


’ 


illustrated in a new bulletin by 


Displays 


_ Ommermanen DAP ein: 


ST rete bote- ert 


Delta Power Tool Div.., Rockwell 
Mfg. Co., Pittsburgh, Pa. 

Seventy-eight numbered photos 
are illustrated. They can be or- 
dered by number, size, and mount- 
ing specifications. They ‘ange 
from 16 x 20 in. to 30 x 40 in., un- 
mounted, and 16 x 20 in. to 40 x 50 
in. mounted. Prices range from $3 
to $13.25 for all types. 


Home Vacuum Cleaners 
May Show 25 Pct Gain 


Household vacuum cleaner sales 
this year may exceed 1954 sales by 
more than 10 percent, for one of 
the best years in the industry, it 
was announced at the annual meet- 
ing of the Vacuum Cleaner Manu- 
facturers’ Association at Cleveland, 
Ohio, recently. 

O. M. Mansager, executive vice- 
president of Hoover Co., North 
Canton, Ohio, was elected associa- 
tion president. He succeeds C. G. 
Frantz, head of Apex Electrical 
Mfg. Co., Cleveland. 








September Paint Sales 
Up 16 Pct, Break Record 
September sales hit a new rec- 
ord for the month in the paint, 
varnish and lacquer industry, ac- 
cording to figures released by the 
Census Bureau. Sales’ reached 
$133 million for a gain of 16 per- 
cent over September of last yea 
For the first 9 months of 1955, 
the industry’s volume climbed to 
a record $1.170 billion, a 10 per- 
cent increase over the same 1954 
period. 


Laundry Appliance Sales 
Continue Record Gains 
Factory sales of home laundry 
October, 
units, were the third highest for 
any month in 


appliances for 936,733 
history, excepting 
August and September of this 
vear. Guenther Baumgart, execu- 
tive director, Home 
Laundry Mfrs’. Association re- 
ports. 

Automatic and 
washers paced the gain 


American 


semi-automatic 


Personal Income Reaches 
$307 Billion Annual Rate 


Personal income climbed to a rec- 
ord annual rate of $307.5 billion in 
September, the Commerce Dept. an- 
nounces. 

This rate is $2 billion higher 
than the August level and nearly 
$20 billion above the rate in Sep- 
tember of last vear 

The department notes that per- 
sonal income has ne dipped below 
the $300 billion rate since May 
when it first rose to that level. 

Increases in manufacturing pay- 
rolls accounted for a big part of the 
September record figure. 


Television Set Output 
Drops in September 

Television set production in Sep- 
tember dipped slightly below year- 
earlier figures, announces the Ra- 
dio - Electronics - Television Manu- 
facturers Association. 

Output of 939,000 TV receivers 
compared with 957,000 a year ear- 
lier. 

For the first nine months of this 
vear, however, production totaled 
5.760 million sets, up from 4.733 
million in the same 1954 period. 
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Steel Kitchen Cabinet 
Makers Adopt Insignia 

An identifying symbol of mem- 
bership in the Steel Kitchen Cab- 
inet Manufacturers Association 
was recently approved by the in- 


dustry group. 

The design was developed by 
E. E. Bang, vice-chairman of the 
associations’ promotion and adver- 





tising committee, and advertising 
and public relations director, Re- 
public Steel Kitchens, Canton, Ohio. 
The emblem will be used by the 
21 members of the association in 
advertising and publicity. 


Pre-Fab Home Building 
Trend Growing Rapidly 

President James R. Price of 
National Homes Corp. predicts his 
company will be turning out pre- 
fabricated houses at the rate of 
300,000 per year within the next 
decade and a half. 

“We think it is conservative to 
estimate,” he says, “that at least 
50 percent of all private, non- 
farm, residential! building will be 
done our way within the next 10 
or 15 vears. 

“This means a market of well 
over 750,000 prefabricated houses 


each year.” 


National Ass'n Calls 
1955 Building Normal 


The president of the National 
Association of Home Builders 
says that 1955 ranks as the first 
“normal” year since the end of 
World War I] for the home-con- 
struction industry. 

Earl W. Smith of El Cerrito, 
Calif., notes that “prices have 
been inching up this year and will 
continue to do so in 1956. 


“Prices of homes have risen 


es 
NEW ADDITION TO 
A FULL LINE 


of SAFE Builders’ Hardware 


gravity type 


LETTER PLATE 


BRASS, STEEL or ALUMINUM 


1%” 






x 7” opening meets Federal Specifications 















Pq 























@ beautifully 
finished 

@ priced for 
profit 


Write for FREE illustrated catalog of Safe's 


competitively priced, complete line. 


ORDER FROM YOUR JOBBER 





PADLOCK AND HARDWARE COMPANY 


Lancaster, Penna. 














ADJUSTABLE 
CUTTER - RIPPER 


for use in 

@ HOME e OFFICE 
@ CAR @ STORE 
@ WAREHOUSE 






USES DOUBLE 
EDGE BLADE 


{ 
McGill Metal Products Co. 
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A QUICK SALE 


Millions of customers annually 
are looking for and purchas- 
ing Water Master Tank Balls. 


For the dealers who stock 
them—and most of them do 
—it means a Quick Sale and 
a satisfied customer in every 
instance. 


SELL THE 


WATER 
MASTER 


The Hardware Man's 


TOILET TANK BALL 
America’s Largest Seller 
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“ECONOMY ’ 
50 ft. only $3.98 


25 ft. only $2.69 
Transparent Virgin Vinyi—in a rich green eye- 
catching color 
Reattachable Couplings —the only low-priced hose 
with this important feature 
5- Year Guarantee — an outstanding sales point 
in this price range. 











Here's your traffic-bulider in garden supplies. 
Ask your Supplex jobber for full details. 
Feature Supplex in 1956. For complete line 

and big 1956 promotion see pages 38.39. 
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PROOF 


EASY TO INSTALL, 
LASTS A LIFETIME 


Outdoor water service 
the year around without 
danger of freezing or 
bursting pipes. Shutoff 
valve is below frost line. 
All brass and copper. 
Will last a lifetime. Also 
wall types. Write today 
for Bulletin 303. 


Order from your Jobber 











STRATAFLO PRODUCTS, INC. 


, 







| it reached $64.85. 






steadily in the post-war period, 
but not so fast as the cost of la- 
bor and materials. This is so be- 
cause of the increasing use of ma- 
chines and factory methods 
construction.” 


in 


5 Percent Construction 
Gain Is Forecast for 1956 


The government predicts con- 
struction outlays in 1956 will climb 
to a new record of $44 billion, or 
about 5 percent higher than the in- 
dicated volume of $42 billion for 
this year 

Next year’s 
despite an expected 
construction. 

A survey by the Commerce and 
Labor Departments puts new hous- 
ing starts for next year at 1.2 mil- 
lion, compared with an estimated 
1.3 million for 1955. 


forecast 
in 


is 
dip 


record 
home 


Nov. Construction Gains 
After October Decline 


Construction figures resumed 
their long upward march in Novem- 


| ber after dipping slightly, reports 
| F. W. Dodge Corp., New York. 
The Dodge Reports showed that | 


for 37 states east of the Rockies 
the November grand total for fu- 
ture construction contract awards 


| was $1.797 billion. This figure rep- 
| resents a gain of 20 percent above 
| November last vear, and the high- 


est November in Dodge’s history. 


G-E Telechron Reduces 
Prices on Some Clocks 
of four G-E Telechron 
clock models will be reduced Jan. 1 


Prices 


up to 33 percent at retail. 
As a stimulant to first-quarter 


traffic and volume, the Decor, Origi- 
nality, Telecrat, and Russell Wright 
Ceramic models will be reduced to 
new fair trade levels. New display 
pieces for these models are avail!- 
able without charge. 


Average Take-Home Pay 
increases $5 Per Month 
The Labor Dept. says that “take- 
home” 
worker 


pay of the average factory 

in ran $5 per 
month higher than one year earlier. 
The weekly figure for a 


October 


average 


| worker with three dependents was 


$72.18, while for a single worker 











SQUARESPRAY 


Famous model 433. It gets the cor- 
ners. Hookup in tandem or use to 
fertilize while you water. $2.95. 


WATERSPIKE (1) 


. 
ed: 
* LS 


Amazing model 553 
—2 woy wotering de 
vice Woters over 
heod or flip vaive for 
sub-surface irri 












gation directly gowns - 
to roots 

$4.90 ec 
WATERFEEDER 
Mode! 954. Applicotor for cartridge 


type fertilizers. Attaches easily to 
fovcet or hose. Use ony watering de- 
vice. Fertilize while 
you woter. $1.99 


WATERFEED 


Water soluble cort- 
ridge type ferti- 
lizer. 2 formulas, 
iy) 15-5-5 ond 15-40- 
! 10. No town burn 
Box of 20 cart- 
ridges $1.00. 


PROEN 


—— PRODUCTS CO. 


9th & GRAYSON - BERKELEY 10 - CALIFORNIA 











WHEN YOU ARE 
LOOKING FOR A 
CERTAIN PRODUCT 


and only the trade-name is known— 
look in the General Directory Section 
of the “WHO MAKES IT?” Number of 
HARDWARE AGE for that particular 
You will find it listed 
alphabetically under the product 
heading of the item in question 


trade-name 


There alongside the trade-name you 
will find the name of the manufacturer 
The address the 


appear with the firm 


who makes it of 


maker will alsc 
name arranged alphabetically in the 


same list 


Keep 
ber 


whenever 


this Merchandise Directory Num- 


where you can reach it quickly 


you need help in buying 


hardware products 


HARDWARE AGE 


56th & Chestnut Sts., Philadelphia 39, Pa. 
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WIRE 
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MR. RETAILER “ee 


The ANCHOR small packaged WIRE line is one you may be proud to 
handle. Not only is it beautifully packaged but the utmost in quality 
is used to assure complete consumer satisfaction. Steady repeat 


ASK us JOBBER ABOUT THESE FAST SELLING ITEMS. 


WIRE CORPO 


183-16, JA. 
JAMAFCA 3, ist 


scales. 





THREADS 1° PIPE 4 TIMES FASTER THAN BY HAND! 





auew,. 
MORE POWERFUL 
privet 
sou pres TOOK 


fh comseer 1¢ me 
cecuiar Geter te. a7? 

rower View Sere 
sunt wire ant 
THe Oarasmat 

peaTuees 


wus t 





Comprehensive booklet illus- 
trates threading advantages, 
construction features, acces- 
sories of the Oster No. 432 
Lightweight Champ. Contains 
Time Study comparison chart 
and complete specifications. 
Send for your free copy today. 





MANUFACTURING CO. 
Main Office ond Factory: 
Box 43260, Cleve. 32, Ohio 
New York Factory Branch Sales 


and Service, 25-36 Jackson Ave., 
Long island City 1, N.Y 





| 
BUILDERS OF LOW COST THREADING EQUIPMENT SINCE 1893 | 
HARDWARE AGE, 
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Anéthor Great 


Peer Ch ton, Prokit Maken 


FLAT 
» New DU-IT-FAST Twin Threed Screws tera le 
sl AD AS S9 de oo half the time, give twice the holding power, 
7 2 prevent splitting . . . @ sure-fire soles bit. 
ROUND AVAILABLE IN ALL POPULAR SIZES 


IN NICKEL PLATED STEEL AND BRASS 
ALSO COMPLETE LINE OF 
TACKS, NAILS AND BRADS IN TUBES 


WRITE FOR CATALOG SHEETS 


SHELTON TACK CO., Shelton Conn. 





OVAL 



















DISPLAY 
HOLDS 6 DOZEN 


VISIBLE TUBES 


terrific new self service 
sales-buiider ... a com- 
plete hardware depart- 
mentin one compact 
display ... this Shelton 
merchandiser will work 
for you building bigger 
profits. Order a supply 
today. 


SCREWS, TACKS, 
NAILS, BRADS 


IN ATTRACTHVE-EYE CATCHING 


SPACE SAVER 
DISPLAY RITE FOR CAT G T 


SHELTON FACK CO., Shelton Conn. 





Classified Opportunities Section 








Help Wanted, Accounts Wanted 
Business Opportunities 
Representatives Wanted, etc. 

Set solid, moximum 50 words $5 09 

Each additional word 10 


Positions Wanted 
{Specio! Rote) set solid. maximum 
50 words $2.00 
Each additional word 
Allow Seven Words for Keyed Address 
or Your Address 





CLASSIFIED ADVERTISING RATES 


BOXED DISPLAY AD RATES 
$8.00 per column inch 
5°/, discount allowed for 4 or more con- 
secutive insertions of Boxed Display Ads. 


Cuts or special borders not accepted. 
Address your correspondence and replies to 


HARDWARE AGE 


Classified Opportunities Dept. 
Chestnut & Séth Sts., Philadelphia 39, Pa. 


NOTE: Samples of merchandise, litercture 
catalogs, etc., will not be forwarded to box 
number odvertisers uniess accompoaniec Dy 
sufficient postage for remailing 


No cgency commission caliowed 


HARDWARE AGE is published every othe: 
Thursday Classified forms close 15 days 
prior to publication date 


Remittance must accompany order in form 
of check or money order, not currency < 
stomps 











Representatives Wanted 


Representatives Wanted 


Representatives Wanted 








MANUFACTURER'S 
REPRESENTATIVE 


Leading manufacturer of nationally- 
known line of electric appliances and 
fans seeks representative now calling on 
distributors in midwestern United States, 
primarily Minnesota, The Dakotas, lowa, 
Nebraska, Kansas, and Missouri. Na- 
tionally-advertised with proven sales 
plans. Factory training. Exceptional 
commission arrangement 


Address Box 1229. care of HARDWARE AGE 
Chestnut & 56th Sts., Philadelphia 39. Pa 











REAL OPPORTUNITY FOR AG 


; 
' } Ni . ‘| } A i RE RS representat ves 1] 
' it _ ithern state territories Heavily ad 

rtised popular priced garden tem sold under 
DACK MUaArantee M: nthiv commissions wil! 

eed $1,000.0 Aliso invite inquiries from retail 
esme lrade and territ vered, lines han 
ettet ‘ nhndadentia B Marion, 


MANUFACTURER'S REPRESENTATIVE 


WANTED—Salesma: 


allir hardware 

variety stores with two or three nonconflict 

ng lines We offer a good staplk ne of 19¢, 39¢ 

79¢@ paints “ priced ki ! paints and a 

itionally advertised line of popular priced paints 

a commission basis This merchandise has 

nass market appeal Every store selling paints 

ages d prospect \ rite advis ne age. territory 
vered ‘ iter ‘ 1 cover ind limes mn 


. ‘i vA 
of HARDWARE 


) Pa 


HARDWARE SALESMAN: Must be experi 
: : on 


enced ‘ Philadelphia Metropolitan are 
tor Philadelphia iobber lop lines Draw VS 
' mmmiss A ddre«s« Box 1227. Care oT Ti aR 

VARI AGE (Chestnut & Sét! Sf i’ lade hia ; 


COMMISSION REPRESENTATIVES 
WANTED FOR VOLUME line of shelf and 


net hardware to wholesale trace 


cab 


Several terri 


tories open Must be established and well a 
juainted with trade State territory covered an 
ines carried Address Box 1226, care of Har 
ware Ace, Chestnut & 56th Sts.. Philadelphia 


Pa 


REPRESENT CHEK POCKET SOIL TES] 
ER Kit. Sewen color folder with Chek Soil Test 
Paper booklet and patented Chek Tool. Tests soi! 
in half minute. Attractive counter display. inex 
pensive, goes like hotcakes. Carry with your other 
garden lines. Liberal commission and discounts, 
Chek Associates, Box 325, Danbury, Connecticut 


AGENTS WANTED 


One of the nation’s largest manufacturers of twist 
drills seeking commission agents to sell a new line of 
twist drilis expecially designed for the hardware and 
automotive wholesalers. 10° commission. Choice terri - 
tories open in New England, Atlantic States. South 
Mid-West. Far West, and Pacific States. Non-con- 
flicting side-line is acceptable 


Address Box i208. care eof HARDWARE AGE 
Chestnut & 56th Sts.. Philadelphia 39. Pa 














COMMISSION REPRESENTATIVES 


WANTED. tuil or side line la liardware, 
Department, Home and Garden Stores. Lumber 
Yards, and Chain Stores—-selling our line of Flas! 
Reflecti: Scotchlite House Number and Letters 
u's r me | e sive line of Lume a Lite 
Ma B Let , Number line Ce commis 
S101 Write fo leta Several te tories ope! 
' , y being ha , Write 4 
t Ni v¢ Plast . Mig ‘ 

Bate \ . Pa M 

MANUFPFACT?iRER’S REPRESENTATIVE 
WANTED BY OLD Established manutacturer of 
Aluminum ‘ king l tensils Te t es pen 
Minnesota. Nort & South Dakota: northern Cal.- 
fornia; eastern Texas Liberal mmission. State 
fully territory now covering. Address: Box 1220, 
Harpware Ace, Chestnut & 56th Sts., 
iz adel; hia 39. Pa 


WANTED EXPERIENCED TRAVELING 


SALESMAN to s ; line exclusive _ the 

states ’ Mi hig it and ©)} Mar we estal 

ished accounts Ver attractive proposition for 

the right mat Write giving full bacx t 
eer ( utiers Compat ‘ c ‘ 

‘ew s New lerse 


REPRESENTATIVES WANTED: OPPOR 


TUNITY FOR SEVERAL establis f 

S10 Ret resentatives nm the states of | . 
Mississippi, Arkansas, Tennessee, Kentu | 
rad K ss: ea¢ Nehr nak (Yklal ma snael 6T nee 
New ¥ . where \ nave accour I st 

ne. We ifactu imbing SS ¢ s b 
cast ar competitively ‘ es. 
thr & ’ y : heating channels state 
ct te ‘ ere ct ely. rete s’ and 
other 8} ’ s. Ad : Box 8. care 
HaRDWaRF Act { at t & Sé6th S&S P ade 
phia 9 4 


INQUIRIES INVITED FROM ESTAB 


LISHED SALES organizations : 

having successful background with wholesalers a 
other important trade. Replies solicited, om a cor 
fidential basis, only from sources capable of de 
voting the necessary etiort re lired . a Mator 
volume and revolutionary line of gerden supp! 
products to be announced. Consideration based or 
information furnished. Address: Box 1217. care 


of Harpware Acer (Chestnut & Séth Sts... Phila 
leiphia 39, Pa 


REPRESENTATIVES WANTED 


now calling on hardware houseware stores, 
brand new but tested line, fast re-orders, 
free Merchandise display with initial or- 
ders. 15°, commission. 
Address Box 1215, care of HARDWARE AGE 
Chestnut & 56th Sts., Philadelphia 39, Pa 














Quality Chrome Bathroom Accessories 


Manufacturer selling nationally to the distributors 
of hardware, plumbing supply. tile, floor and wall 
covering, builders hardware and lumber yards, has 
the six New England States available for assign- 
ment under an exclusive arrangement to an aggres- 
sive sales organization now successfully selling com- 
ranion lines 

Address Box 1224. care of HARDWARE AGE 

Chestnut & 56th Sts Philadelphia 39. Pa 
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PAINT BRUSH SALESMEN 


er has open 


rritories for success sales roducer Pre 
hy nt. nat var imber 
: str : bre l territories 
iis nsider side 
anu rs rent 


Address Box 615, eare of HARDWARE AGE 
Chesteut & 56th Sts.. Philadelphia 39. Pa. 





Eastern Pa. Southern N. J.. Delaware, Mary 
land, Washington, D. C. Reputable wel! estab- 


lished representotives will accept wel! rated 
non-conflicting additional line for the Hard- 
wore Houseware Wholesale Dept Store 


Chain and Mis Trade 


NASE & WOLF 
300 Levering Mill Rd., Bala-Cynwyd, Pa. 
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Accounts Wanted 
COVERING STATES OF TEXAS OKLAHOMA 
ARKANSAS AND CITIES of Memphis, Shreve- 
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ne of build- 
ers norocowore Mis e : the top one of its 


ne monufacturer of a specialty 
kind and !| desire one or two more 


Address Bex i20 are of HARDWARE AGE 
Chestnut & 56th Sts... Philadelphia 39. Pa 














REPRESENTATIVES 


\\ " | rijutors wit! 











“ ANCO Co 
Stree Pittsburgh 22. Pa 
LT TIN ENCED MANT 
' RS AC, \ ay _ repre 
\{ ‘\ : Ware 
‘ - temat : 
. ga 
aon a 
- We 
“A fation : 
! Li aR 
. P hia > 
{) _ \W 
~ ~ te 
.' ‘ 
\ 4 : head 
‘ ti 
k ‘. care 
7 ‘ Phila 
* : ~ Tot 
‘ 


HARDWARE 





\ ‘ ON VAN ~ \ 
>_>, ; OP Lif i 
Vi v ‘) ” \\ 
VA t ‘ 
: , 
‘ | — P : 
\ | AR 
—m A OOK ()>\ ‘ 
‘ 
[ 
i ‘ 
An | 
'} ‘ \i 1 . | A 
| ~ Li, \E 4 
tics \ 
’ ' ‘ ’ 
N ~ } 
MANUFACTURERS’ REPRESENTATIVI 
} ’ \ ‘ ' , 
4 y* \ rss ~ ‘ 
{ ~ ' 
MAN REI : | “| vi 
ESTABLIS EARS ‘ 
. ' ‘ ‘ 
\ \ ‘ 
‘ ~ 
; . “ \ ‘ 
R * \ , , A 
} 
’ ; ; \, ’ \ ; ' \{ 
./ WwreRS ‘ ' i 
> 
fs 
’ vi 
i} ; ; . i’ ' 
| AHI ' " ‘ | ‘ Rt ; . 
: ' M 
. 
\\ 
>. 
> ~~ 
» : 
\ | lias ‘ 
a ~ ’ 


FOR SALE — HANDLE PLANT 


‘awinn nral " cine » OCA inn 

Owing, proriteaie dusiness w sles $100 

A 

vUU minimum. Located in mid-south. Cxcelient | 
i. . A * 

n¢ area ' manageme . ‘4 


Address Bex (tit3. eare of HARDWARE AGE 
Chestnut & S6th Sts Philtadetohia 39. Pa 
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a ‘ ' + e tocated urt are + micg 
Tennessee tow of 10.000 populati Carrying 
ont and heavy hardware usewar es ts. wail 


narcer and paimt. This is an tablished business 
building with 6000 ssuare feet. Stock and fixture 
shout $35.000-$37.000. Fur more details write 
Address Box {222. care of HARDWARE AGE 
Chestaut & 56th Sts Phitadeiohia 3°. Pa 
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ARE YOU HAVING 
MERCHANDISING 2m 
PROBLEMS? 




















INCREASE STORE SALES AREA WITH M & D 
GONDOLA ISLANDS WITHOUT INCREASING 
THE SIZE OF YOUR STORE 























































' j 
This outstanding island-type merchandiser incor- ’ 
porates the ultimote in flexibility. Shelves ore ‘ . 
adjustable vertically and bins can be made up ; 
in increments of '/"", and all bin clips lock into 
the perforated metal without the necessity of 
using screw or nail hold-down. 
This is just one of the mony types of gondolo 
units monufactured by M & D. Let us plan and 
completely fixturize your store. Ask for one of 
our soles representotives to call at your con- 
venience. 
Above unit compiete with gioss and clips—$160.00 F.O.8. Plant 
Dimensions—3' Wide, 6' Long, 50° High 
89 Phe M & D DISPLAY COMPANY 
nationally ee 
by the | ¢ le- 
rele houses and hord- © 502 SOUTH GREEN ST., CAMBRIDGE CITY, INDIANA 
r iati 
oe Caen ® 715 SOUTH PALM AVENUE, ALHAMBRA, CALIFORNIA 
: ae, No. 105... LAMINATED STEEL 
4 4 1 fe A case that's stronger than a solid block of steel 
DRILL 1 ~  §trong warded security heavy brass locking 
i ever special alloy stee! shackle cadmium 
‘ yi rustproofed throughout 
fi i 1-3/16° cose, 3/16 shockle diameter, 1/2 cleorance 
«6% . ° p 4 105 key chonges 
J Gi 65¢ Retail Order from your wholesaler. 
- . 
<a Master Jock Company. Milwaukee 45, Wis. 
Worlds Largest Padlock MWManufacturer: 
Attract 
eally Sells _ 
Yourself 
Customers ' e 
. 2 . 
... with these 
igh Speed Drills ~<a"! 
Utility 
Features 





Complete range 1/16 to '/2 by 64ths 


From your jobber or 













Supply Convenient 
W all-Klip with These Hanger with These 
Henry L. Hanson Company Indestro Socket Sets Indestro Wrench Sets 


27 Union St. Worcester, Mass. iN DE pace, MEG. co. 


Kildare at Schubert « Chicago 39, Illinois 
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Index to Advertisers 





Architects and ~~(CHICAGO)— 
Builders Specify SPRING HINGES 








a 





American Chain Div 
American Chain & Cable Co 


American Grease Stick Co 





American Screw Co 
Anchor Wire Corp 
Aristo-Moat Compony 
2 
Bethiehem Stee! Compony 
Cc 
Ccpewell Mfg. Company 
Chicago Spring Hinge Co 
Clemson Bros Inc 


Clinton Engine Div 
Clinton Machine Co 


Crescent Too! Co 


D 
Domes of Silence 


Duro Meta! Products Company 


E 


Products, in« 
46-47 


Eastman Chemica 


Fairbanks Morse & Cc 
G 
Goodrich Company. 8 F 


John H. Graham & Co inc 
King Cotton Cordage 


Greenlee Tool Company 
Gries Reproducer Corp 
Griffin Mfg. Co 


Grote Mfg. Co 


Hanson Co., Henry 
Heller & Company, W. C 


tH#emp & Company 


Hyde Mfg. Co 


independent Lock Company 


indestro Too 


Koiser Aluminum & Chemica! Sole: 
fo 


King Cotton Cordage Div 
John H. Groahom & Co 
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Klein & Sons. Mathois 


Kwikset Soles & Service Co 


. 


Libbey-Owens-Ford Giass Co 
Window Glass Division 


M 
M&D Disploy Company 
Company 


Marshalitown Trowel 


Master Lock Company 
McGill Meta! Products Co 
McKinney Mfg. Co 


Miller & Co. Inc.. Robert E 


N 
Notione!l Mfg. Co 
National Screw & Mfg. Co., The 
Nicholson File Company 


North & Judd Mfg. Co 


O 


Oster Mfg. Compony 


Pp 
Porter Cable Machine Company 


Power Products Corp 


Proen Products Company 
- 
Rugg Compony, E. T 
Russel!, Burdsall & Ward Bolt & 
Nut Co 


S 


Sate Padiock & Hardwore Com 

pany 
Sharon Bolt & Screw Company 
Shelton Tack Company 
Simonds Sow & Stee! Company 
Stor Meta! Products Co 
Stratafio Products 


Supplex Corp 38-39. 74 


Swing-A-Waoy Mfg. Co 


T 
Tate Co. E. H 

v 
. hex Tac Cormpc 

Ww 
Worre Too! Company 
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@ Modern Factories 








i. 
@ Office Buildings 
@ County, State and 
Federal Buildings 
_ @ Ships of Our Navy 
84 
And the New Luxury Liner 
“ S.S. United States 
7 
a Every year more and more Architects 
and Builders are specifying Chicago 
84 Spring Hinges because they are care- 
fully designed with many superior 
features. They are smart looking and 
streaiz ‘ined to harmonize with modern 
84 Type 8U2001 architectural requirements. 
8s Be coal “Spring Hinges of Quality" 
4 


aa Chicago Sprina Hinge Co. 


ILL 





15SOO ‘CARROLL AVE., CHICAGO 7 











a) BULL (DOG 


; ‘feller HOUSEHOLD HARDWARE 
since 1872 
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48 


Sieady Sales to Satisfied Customers 


43 +++ YEAR IN AND YEAR Our / 


E.H. TATE CO., 251 Causeway St., Boston, Mass. 





83 






































YOU'LL DO BETTER WITH H 
4 


ccm ae, OTP" 


<4 wong pes Cy OME ABP ocean teen ia 


ELLER B. F. Goodrich 


Brand new, low-priced Korosea 
retails at $7.9‘ teet iltisy 
educed to 


ALL THIS $738°° "New kt wh “ 
ONLY oc wk nad, toga to 


DELUXE EQUIPMENT 


COMPLETE WITH DISPLAY BRACKETS — PEG PANEL BACKS 


THESE BEAUTIFUL FIXTURES GIVE YOU EVERYTHING 
BIG CAPACITY * MODERN DESIGN 


STYLE © QUALITY ° 


rousth won-oaW. C. HELLER & CO." "'onio" 


oeea Tr. M. Reg. | 


INDUSTRIAL PRODUCTS DIVISION 








GARDEN HOSE 


peria 
nkier nose price 


iraen ( jul 
nea>ry' 


rie rerre:ehorireye . mr ws 
site discal itor for compiete cetaiis 


The ee A Diciitet Company 


AKRON, OHIO 


i gparaen nose 


rby B. I 











CONTRACTORS AND BUILDERS AGREE 


the importonce of using the best in hordwore to insure 


puble-free oertormance Nationa Builders’ Hardwore hos 


n preference with the trade for proved performance in with 
ng friction and premature wear 

ver 300 products ore included in our extensive 

one high stondard of quality. Write for your copy of ov 


‘tractive slhustroted catclog 


inne—ali burt 


= 


Vv 
Multiply sales... sell chisels by the set... 


in rolls, fiberboard boxes, wood cases. 


A hardware leader {or over 50 years! 





TOOLS FOR CRAFTSMEN 


ss GREENLEE 
rite for free GREENLEE _——- yy 
A MANUFACTURING COMPANY « Hand Tool Catalog No. 35-H 


STERLING ~ FLLINOTS 
GREENLEE TOOL CO., 1813 HERBERT AVE., ROCKFORD, ILL. 





nem ~ 








terested in, write to the “Who Makes 





Changes New products and new trade names are constantly being added to the listings for 
the next Directory Number of HARDWARE AGE * Therefore, if you do not 


find in the current issue of the Directory Number the product you are in- 


HARDWARE AGE 


Chestnut & 56th Sts., 
It’ Editor. He'll be glad to serve you. Phila. 





39, Pa. 





Fran MARSHALLTOWN 


<i Anes EAL TOWE 


MARSHALLTOWN TROWEL COMPANY ° MARSHALLTOWN, IOWA 


DOMES of SILENCE | FOR ALL WOOD AND METAL FURNITURE 


REGULAR GLIDES 








POMmMEs OF SILance 


One set in oa 





Adjustable RubSer 
Cushion Glice Bakelite Furniture Rest 


S 





Bakelite Caster Cup 











RUBBER CURMION GLIDERS 
y 
nas be @ : box 
, . j 12 boxes in 
it eee + af “@ on 7 . . “ 2 


RUBBER CUSHIONED GLIDES 


One set on a }3-colo 


cord 
12 cards in o a 
Sizes—! ; 
j bef ag ae 


ROBERT E. MILLER & CO., INC. 


Rubber fxpander 
Tubular Gide 











Ask your jobber. if he is not supplied, write 





Adjustable Tubular 
Spring Type 











35 PEARL ST.. NEW YORK 4, WN. Y. 


HARDWARE AGL. 
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CAP SCREWS 


STANDARDIZE ON “NATIONAL’’ 
... for highest fastener quality Set Screws 


Wood Screws 


National maintains rigid quality control throughout the production ' Mas 


¢ 
(Tews 


of its most complete line of fasteners. In this way, you are Nuts 


assured of selling tasteners that are uniform in performance and Cos, Seren 
in quality. And, National tasteners come in bright packages... 


. Tapping Screws 
with easv-to-read labels for quick and easy identification. For 


: 
fove Bolts 


over 6O vears. National has maintained a reputation for the dest 


, § Corrioge Bolt 
In headed and threaded fasteners. “o 


THE NATIONAL SCREW & MFG. COMPANY 
Cleveland 4, Ohio 


Pacific Coast: National Screw & Mfg. Co. of Cal. 
3423 South Garfield Ave. « Los Angeles 22, Cal. 


Lag Bolts 
Machine Bolts 


COTTER PINS 


Fasteners hfe Hodeli Chains g Chester Hoists 
y’ ‘*, J 
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Sash Cord... NEW “handy bos’ poeckage. A 
auality cord priced to sell in volume. 2 honks 
connected in polyethylene bog. 1200 end 2400 
ft. coils packed in protective dispensing display 
carton. 

















Snap Sacks*... These SNAP SACKS* are mode 
from heavy gouge polyethylene with an elastic 

Help Yourself'’ top. Mason's Line, Butcher's 
Twine, Chalk Line, Wrapping Twine, jute, 
indice, Cable Cord. 














Chelk Line. . . Top avolity, display pockaged. Braided Mason's Line...A 


good ali yeor 
Mason's Line, Loeyout Line, Furring out Line, 


round seller. Extra strong, non-kinking, non 
Tite-setting, etc. A staple, yeor round seller roveling. Mason's Line, Chalk Line, 


Awning 
Cord, etc 











‘ ae - 
7. ee Oo meal ; 
e* wer a ae 

















Venetian Blind Cord... Made of the highes: 
quality fine plied yorn. This is the best blind 
cord mode. Available in o wide assortment of 


Kina) Co 


oe 


oe wt fe? Ge 


CORDAGE 


JOHN H. GRAHAM & CO., INC. 
105 DUANE STREET * NEW YORK 8, N. Y. 











Nylon Cord... (Twisted or Broided) |00% 
Nylon. Excellent for Mason's Line, Chalk Line, 
Piumb Line, Dropery Cord, Puli Cords, Crofts 
and Hobbies. 100 ft. spools in display box 
Mony other put-ups. 
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